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System. is the time clock that 


regulates the Insurance Salesmans 


INTER-SOUTHERN LIFE INSURANCE CO. 


HERE is considerable talk about the liberty of 

the insurance salesman. It is said that he is his 
own “boss,” that he is able to control his own 
hours. It is true that he punches no time clock, 
but the successful insurance salesman knows that 
the real value of his liberty is in the ability it gives 
him not to secure more leisure, but to secure more 
business. He does not need a great deal of experi- 
ence in order to learn that he cannot work spas- 
modically—filling one week with contracts, and 
loafing the next. He can build a stable, growing 
list of prospects and clients only by regular, sys- 
tematic application to business. 


Tom Wise places System among the qualifica- 
tions necessary to the success of an insurance sales- 
man because the Inter-Southern has seen its value 
emphasized many times, so many, in fact, that it 


CAREY G. ARNETT, President 


has become a policy of the company to give special 
guidance to new salesmen in developing satisfac- 
tory systems for themselves. Provision is made for 
a period of close relationship between agency man- 
ager and salesman, during which time prospect lists 
are developed and studied and plans made for each 
day’s work. 

After such a preliminary experience, the sales- 
man is ready to depend with greater confidence 
upon his own resources and to con- 
tinue to make plans that will insure 
the greatest effectiveness of his days. 
Any insurance man who would like to 
increase his production through the 
assistance of such an agency “school” 
is invited to write to the Inter- 
Southern. 





HOME OFFICES, LOUISVILLE, KY. 


Insurance In Force Over One Hundred and Sixty Million Dollars 
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THINGS IN HUMAN LIFE 








A Home Without a Mother <« A Mother Without a Home 
A Dependent Old Gentleman 


Twe of these cataclysms can be 
prevented by all presently insurable men who have the foresight and 
fortitude to intrust to a legal reserve life insurance company a por- 
tion of their yearly earnings during the productive period of their 
lives. € To insure as against the risk solely of premature death is one 
of the most unselfish demonstrations that any man can make of his 
deep affection for those who are dependent in a large measure upon 
his earnings for their care and comfort, but a still greater proof of 
his unselfish concern is the combining with his insurance as against 
premature death, insurance against his becoming in the twilight of 
his life dependent upon his children for support. This means a life 
- insurance policy which combines some substantial savings feature 
with the death benefit. @ That the great majority of applicants who 
are given the opportunity of securing them prefer policies that com- 
bine insurance and savings, when the merits of such policies are 


= @ 


properly presented, is strikingly demonstrated by the fact that of 
the new policies (face amount) placed by the representatives of the 
Illinois Life in 1928 more than 72% contain in some form a cash 
Endowment feature that will be available to the insured in the even- 
ing of his life. @ For men and women who may die prematurely but 
who have more than an even chance of living beyond their 
productive years, no company offers a more attrac- 
tive line of contracts than the Illinois Life. 


The Illinois Life Insurance Company enjoys the distinction 
of being the first legal reserve life insurance company, 
now active, to be chartered by the State of Illinois. 


Illinois Life Insurance Co. 


Illinois Life Building Chicago 1212 Lake Shore Drive 
Raymond W. Stevens, President 
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What’s Ahead for You? 


fa | Perhaps the answer is here 


This is the right time to consider your future— 
and a connection with the Central Life Insurance 
Company of Illinois. 
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All of the factors that go to make a successful and 
permanent connection are to be found here: 


Participating Insurance 
Non-Participating Insurance 
Sub-Standard Insurance 
Juvenile Insurance 

Coverage from birth 

Full benefits age five 
Women at Standard Rates 
Non-Medical Insurance 
Broad Disability Coverage 
Educational Department 
Home Office Prospect Bureau 
Direct Home Office Contract 

Non-Forfeitable Renewals 


HOME OFFICE BUILDING Liberal First Year Commissions 
720 N. Michigan Avenue 
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These advantages are backed by an Organization which realizes that its development 
depends upon the man in the field—an Organization officered by men who started as 
personal producers and who consequently have a broad and sympathetic understand- 
ing of the problems which confront the Agent. The Company is therefore equipped 
to meet these problems. 


An Agency-Minded Company. 


For a permanent connection write 


Central Life Insurance Company 
of Illinois — 


CHICAGO 
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NEW MUTUAL BENEFIT 
DISABILITY IS ANALYZED 


Company’s Booklet Explains Pro- 
visions of Contract Now 
Being Issued 


CITE DIFFERENT FEATURES 


Earned Income Basis and Prorating 
Provision Especially Covered 
by E. E. Rhodes 





NEW YORK, April 18.—Analysis of 
the new Mutual Benefit disability 
is contained in a booklet which is being 
sent that company’s organization 
this week and is the basis of the educa- 
tional conferences being held among the 

In this, Vice-Presi- 
has outlined the pur- 
the new form, 
differences from 


policy 


agency 


company’s agencies. 
dent FE. E. 
and operation of 
the important 


other disability clauses and explaining why 


Rhodes 
poses 


showing 


some of these new phases have been in- 
troduced. 
Different Basis Used 

The difference is first seen in the very 
application of the policy, for, while other 
companies condition benefits on an im- 
pairment of mind or body which makes it 
impossible to follow a gainful occupation, 
the Mutual Benefit contract is conditioned 
on inability of the insured, by reason of 
accidental bodily injury or sickness, to earn 
not more than one-fourth of the income 
earned prior to disability. Policies are 
issued only in conjunction with existing 
life policies, policy for policy, waiver of 
premium being limited to that with 
$100,000 life insurance and monthly income 
benefits to $250. It can be applied to 
old policies, provided they have five years 
or more still to run and provided the com- 
pany is supplied without cost a full medi- 
cal examination. 


Use Government Definition 


The definition of earned income used in 
the policy is that used by the government 
in the federal income tax, the company 
commenting on this as follows: 

“Earned income is defined in the pol- 
icy as wages, salaries, professional fees, and 
other amounts, received as a 
for personal services actually rendered i 


any profession, trade or business, not > 
cluding therein amounts received as a 
Pension or as a retirement allowance or 


as a temporary continuance in whole or in 
Part of customary earned income when the 
insured is compelled to abstain from busi- 
hess on account of accident or sickness. 
“ “The first part of this definition is sim- 
lar to that used by the federal govern- 
ment in connection with the federal income 
‘ax, where capital is not a material income 
Producing facter. Where income is de- 
tived from the use of capital as well as 
'rom personal service, the actual circum- 
stances of each case must govern the deter- 
mination of what is earned income. These 
Circumstances vary so greatly that no 
general rule can be prescribed. 

farmer’s earned income will be com- 
Puted for the purpose of establishing a 


DISABILITY COMMITTEE 
WILL MEET THIS WEEK 


CONSIDER RECOMMENDATIONS 


Conference Especially Important in 


View of Issuance of Mutual Bene- 
fit’s New Contract 


NEW YORK, April 18.—Another 
meeting of the joint disability commit- 
tee of actuaries and commissioners will 
be held this week, probably Friday, at 
the office of James D. Craig, vice-presi- 
dent and actuary of the Metrpolitan 
Life and chairman of the group. At 
this conference the recommendations of 
the recent public hearing will be de- 
bated and, if an accord is reached on 
them, a date for another public hearing 
may be set. It may not be possible to 
reach an agreement on the matter at 
this conference, as there is a wide di- 
vergence of opinion on the item of pro- 
rating of claims and considerable debate 


on the matter of definition of disability. 
It is particularly important, in view of 
the issuance this week of the new dis- 


ability policy of the Mutual Benefit, ap- 
proved throughout the country and 
commended by several as a solution of 
the disability difficulties. This policy is 


prohibited under the new _ proposed 
standard provisions, so that there is 
keen interest in the outcome of the 


committee deliberations. 











claim under the supplementary policy, in 
the same manner as it is computed for 
federal income tax purposes. 

“Suppose a clerk of the Blank Manu fac- 
turing Company was forced to cease work 
because of illness or accident. His regular 
salary was $200 per month. The com- 
pany paid him, as an allowance, during his 
enforced absence from business, $160 per 
month for three months, and $100 per 
month for the next three months. Accord- 
ing to the definition of earned income in 
the supplementary policy, these payments 
would not be included in the term ‘earned 
income.’ Similarly, if a man is retired 
on a pension, such pension would not be 


termed ‘earned income.’ 
“It is clear than income from invest- 
ments is not ‘earned income.’ A man, for 


instance, who has no income from work 
and does have income from his securities 
and other property, has no earned income, 
and, therefore, would not be compensated 
under the terms of the supplementary dis- 
ability policy contract. Any one who is 
so circumstanced is not eligible for a sup- 
plementary policy, and a policyholder who 
is satisfied that he is permanently so cir- 
cumstanced, should not continue his sup- 
plementary policy. 

“It is important that we bear the fol- 
lowing distinction in mind: That our 
supplementary disability policy does not in- 
demnify for loss of time because of disease 
or accident, but does indemnify for the 
specified diminution of earned income be- 
cause of disease or accident. 


Reduction of Benefits 
On the item of pro-rating claim pay- 


ments, the Mutual Benefit, which includes 
this provision, makes the following com- 
ment : 


“If an insured has supplementary poli- 
cies in this company which provide for a 


monthly income benefit larger than 75 





AMERICAN CONVENTION 
GIVES OUT STATISTICS 


IMMENSE GROWTH IS NOTED 


Plans Are Consummated for Medical 
Section Meeting and Executive 
Committee Session at Biloxi 


The annual statement of the total vol- 
ume of business of the 139 legal reserve 
life companies which were members of 
the American Life Convention on Dec. 
31, showed they had $22,084,176,505 of 
insurance in force and admitted assets 
totaling $2,827,356,732. The volume of 
insurance in force shows a gain of $3,- 
179,510,830 compared with the statement 
of these companies as of Dec c. 31, 1927, 
while their assets increased $ $370, 372,060. 
The American Life Convention compa- 
nies carry in their reserves $2,299,607,- 
371, the proportion of reserves to total 
assets indicating the Convention compa- 
nies to be in excellent shape. 

The annual meeting of the convention 
will be held at Cincinnati, O., Oct. 14- 
1®, with the Sinton Hotel as convention 
headquarters. 

Details for the Cincinnati meeting will 
be taken up at a meeting of the program 
committee to be held at Biloxi, Miss., 
on April 30 in conjunction with the an- 
nual meeting of the medical section of 
the convention to be held at Biloxi, 
Miss., on April 29-30 and May 1. The 
executive committee of the convention 
meets in Biloxi on April 29. The Edge- 
water Gulf Hotel will be headquarters 
for the medical section meeting, the pro- 
gram for which was prepared by Dr 


Lawrence G. Sykes, medical director of 
the Connecticut General Life, as chair- 
man of the program committee for the 
section. 


earned in- 


percent of his average monthly 
come during the period of the twelve 
months immediately preceding the four 


months elimination period (and no similar 


benefits in any other company), there will 
be a reduction in the monthly income 
benefits so that the income actually paid 


by the company will not exceed 75 percent 
of such average monthly earned income, 
Pro-Rating Provided 


“If the insured has, in addition to sup- 
plementary disability coverage with this 
company, health and accident coverage with 
a casualty company or disability cover- 
age with another life insurance company, 
and the aggregate monthly income benefits 
shall exceed 75 percent of the former 
average monthly earned income, this com- 
pany will reduce the amount of the in- 
come payable under its supplementary dis- 
ability contract to an amount which, when 
added to the total income benefits derived 
from all other companies involved, shall 
not make the grand total exceed 75 percent 
of the former earned income. Pro- rating 
by other companies will be considered in 
determining the amount payable under the 
Mutual Benefit policy. 

Is Coinsurance Basis 


“It will be recognized that sound un- 
derwriting requires that the insured shall 


carry a reasonable part of the risk. This 
is a feature of fire insurance, as well as 
of accident and health insurance. Under 


(CONTINUED ON LAST PAGE) 





STATISTICS FEATURE 
PRUDENTIAL GATHERING 


Huge Figures Tossed About at 
Annual Managerial 
Conference 


DUFFIELD PRAISES MEN 


Compliments Them on Record Year 
and Looks to Still Greater 


1929 
NEWARK, N. J., April 18.—Gigantic 
figures, standing out in every address 


and giving a picture of power and force, 


marked the annual managerial confer- 
ence at the home office of the Pruden- 
tial here this week, when more than 
1,000 Prudential managers and field 
leaders gathered for their annual con- 
vention. President Edward D. Duffield 
opened the convention with a summary 
of 1928 figures, which called into use 
most of the figures thus far invented, 
millions and billions intermingling to 


indicate that the Prudential has grown 
a bit since its early days. During the 
convention, each of the other speakers 
added fuel to this fire, so that it burned 


like a beacon throughout the week. 
Cites Huge Figures 
The achievement of a record year's 


business was highly praised by Mr. Duf- 
field. During 1928 the Prudential field 
forces paid for well over a billion in 
both ordinary and industrial, leading all 


companies in the latter and ranking 
second in the former, Industrial paid 
business in 1928 was $1,199,084,301, 


bringing total in force in this division 
to $6,606,650,018. Ordinary paid busi- 
ness in 1928 was $1,092,489,046, bringing 
total ordinary in force to $5,604,423,703. 
Group issued during the year was $217,- 
438,604, bringing the group total to 
$770,509,52 Total insurance in force 
at the end of 1928 amounted to $12,900,- 
000,000, net gain for the year being 
$1,300,000,000. 


Urges Conservation Work 


In presenting these figures and com- 
plimenting the field force on their ac- 
complishment, President Duffield added 
a word of appeal for more concentrated 
efforts in underwriting details, particu- 
larly in connection with conservation. 
This is a topic always stressed by Mr. 
Duffield, but he said that he anticipated 
the time when, instead of urging added 
efforts, he could compliment the men 
on having achieved a new low lapse 
record, the lowest of all companies in 
the field. He said there was some ex- 
cuse for a high lapse rate during the 


past year, financial conditions having 
made some policy terminations neces- 
sary. There were many cases where 
the lapse was unnecessary and prob- 
ablv could he directly traced to the 


original writing of the case. 
Mr. Duffield urged the men to cease 
haphazard selling, replacing it with a 
(CONTINUED ON PAGE 25) 
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POLICY LOANS GROW 
WHEN MARKET FALLS 


LARGE AMOUNTS BORROWED 


Many Amateur Traders Are Caught 
Short—Life Companies Are 
Asked for Aid 


In his address before the Louis J. 
Fohr agency meeting in Chicago this 
week, Harold M. Holderness, superin- 
tendent of agencies of the Connecticut 
Mutual Life, said that when the bottom 
dropped out of the stock market recently 
the company began to receive an in- 
creasing number of calls for policy 
loans. Many traders in the market were 
caught short. Loans at banks were cur- 
tailed in some instances, and traders be- 
gan to seek cash on their life insurance 
policies. 

A check on the situation in Chicago 
reveals that in many agencies the same 
condition reported by Mr. Holderness 
obtains. Loans became heavy as soon as 
the market began to decline, and have 
continued since then. Also they are 
unusually large. A factor complicating 
the situation for the life companies is 
that interest rates were increased from 
6 to 7 percent at the banks, with the 
result that many potential bank borrow- 
ers have gone to the life companies 
for money at 6 percent rather than go 
to the banks for it and pay a higher 
rate. 

One agency reports that a number of 
assureds found the money to repay their 
7 percent bank loans and then borrowed 
the money on their policies at 6 percent. 

The condition is not considered 
serious. It is the belief of most life 
men that even if calls for money con- 
tinue for another two or three months, 
they will diminish as soon as the market 
returns to stability, and that only the 
normal run of loans will be sought four 
months from now. Many men learned 
a lasting lesson in the recent intense 
trading activity, and will stay out of 
the market in future. 


DAVIS ENTERS AGENCY WORK 


Educational Director Continental Assur- 
ance Will Give Full Time to 
W. W. Durham & Co. 


Dr. Roy L. Davis, director of sales 
training of the Continental Assurance 
and Continental Casualty of Chicago, 
has resigned in order to devote his en- 
tire time to the life department of W. W. 
Durham & Co., the Chicago local 
agency. Dr. Davis has been a partner 
in this firm for some time giving it part 
of his attention. W. W. Durham & Co. 
have specialized on casualty and surety, 
doing considerable fire insurance and 
are now branching out more extensively 
into the life insurance field. 

Dr. Davis devised the correspondence 
and training courses for the Continental 
Assurance. He has been a member of 
the staff of the Rockwell School of Life 
Insurance. He is director of instruction 
for the life trust institute, conducted 
jointly by the Chicago Life Underwriters 
Association and 10 trust companies in 
Chicago. He is also editor in chief of 

“Life Values,” the official organ of the 
Chicago Life Underwriters Association. 
Dr. Davis intends to continue his life 
insurance 
Durham agency. 
pendent life insurance 
agency conventions. 


He has done inde- 
instruction at 





Kirkpatrick Iowa Actuary 


Clair C. Kirkpatrick, an examiner in 
the Iowa insurance department, will be 
promoted May 1 to actualy of the de- 
partment. He will fill the vacancy 
created by the resignation of Ralph E. 
Kennon to become actuary of the Great 
Western of Des Moines. Mr. Kirk- 
patrick has been an examiner in the 
department for more than three years. 


training program with the | 
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LIFE INSURANCE MEN 
MUST BROADEN SCOPE 


HART URGES NEW CONCEPTION 


Deplores Companies’ Neglect of Adver- 
tising—Penn Mutual Official Speaks 
at San Francisco 


Hugh D. Hart, vice-president of the 
Penn Mutual Life, was the principal 
speaker before the San Francisco Life 
Underwriters Association last week. 
The meeting was one of the largest in 
point of attendance ever held by the 
association and Mr. Hart’s address on 
“Signs of the Times in Life Insurance” 
was enthusiastically received. 

Characterizing the size of the gather- 
ing as evidence that life underwriters of 
America today are displaying a growing 
interest in self-development and in learn- 
ing more of the business than the mere 
hum-drum of the daily grind, Mr. Hart 
stated that a greater life insurance insti- 
tuiion cannot be built except upon the 
foundation of an improved field repre- 
tentation. 

He stressed the three ways in which 
people who pay premiums gain their 
conception of the institution of life in- 
surance—first and the most superficial 
way being through the picture of a 
great building, the home of some pro- 
gressive company. 

“The second conception,” said Mr. 
Hart, “is gained from the overwhelm- 
ing statements of life insurance. com- 
panies with their reservoirs by which 
the people of one generation seek to 
transmit security to the people of the 
next generation. 

“The third and most practical way 
and the most widely accepted manner in 
which those who pay the premiums gain 
tneir conception of a life insurance coin- 
pany is through an acquaintance with 
those who represent it in the field,” he 
said. 

The most important trend in the — 
sof the times, according to Mr. Hart, 
the desire for advancement and no 
tion of those in the profession. “Life 
insurance men and women who do not 
recognize the change taking place in 
business and all those factors affecting 
it, cannot keep pace with the economic 
development of the country,” he said. 


Grown Beyond Pioneer Stage 


He stated that a great many com- 
panies and agents failed to recognize 
when the American people had grown 
beyond the pioneer stage in life insur- 
ance and many companies continued 
long years after that stage had been 
reached to foist upon the people agents 
devoid of education and these men and 
women, in an era of advancement and 
development, of enlightenment and 
larger need, were no bigger than the 
pioneers who blazed the trail. Quoting 


former Superintendent Beha of New 
York, he said that life insurance men 
and women are on trial before the Amer- 


ican people. Their function in the past 
was the function of converting skeptics 
into believers and that for that service 
they were liberally compensated, but he 
said, according to Mr. Beha, we have 
passed that period and the public will 
not be willing in the future to pay the 


same rates of compe nsation for the sanie 
service that life insurance men and 
women have been accustomed to ren- 
dering in the past. 
Must Bronden Service 
In other words, said Mr. Hart, the life 


insurance man of tomorrow is either go- 
ing to be frozen out of the business 
entirely or he has to enlarge his field 
and broaden the service that he renders. 
He expressed himself as being “bearish” 
on the future of any man, however bril- 
liant, in this business who does not ex- 
tend the gauge of his capacity and does 
also not become more profoundly versed 
in the meaning of this great institution. 
He has doubts for the future of the 
man who does not take the modernized 











OHIO NATIONAL WILL 
INCREASE CAPITAL 


WILL BE PUT AT MILLION 


New Financing Will Give the Com- 
pany Policyholders Surplus Amount- 
ing to About $2,425,000 


The Ohio National Life of Cincinnati 
is increasing its capital from $500,000 
to $1,000,000 and selling the additional 
issue, which is first offered to old stock- 
holders, at $32 per share, par $10 a share. 
The stock has been selling in Cincinnati 
at not less than $40 per share. The in- 
crease of capital and surplus will give 
the company a surplus to policyholders 
of approximately $2,425,000 as the new 
stock will be sold without promotion ex- 
pense and the present net surplus 
amounts to $325,000. 

President T. W. Appleby believes that 
the new capital will put the company 
in such a strong position financially as 
to carry weight with agents and policy- 
holders everywhere and enable it to in- 
crease its agency organization. He re- 
gards a life company as in the nature 
of an investment trust and considers that 
the new funds will increase the com- 
pany’s prestige and at the same time 
earn a good return on the investment. 
The dividend on the new stock will be 
$1.50 per share. With nearly $1,500,- 
000 free surplus the company will be in 
a position to acquire other companies, 
should desirable opportunities present 
themselves. 


method in the distribution of life insur- 
ance in a way that will give to the in- 
dividual economic security, so that it has 
a scientific application not only to his 
needs but that will have a bearing in its 
process upon the proper distribution of 
the proceeds of life insurance. 


Become Economic Advisors 


“The life insurance man is becoming 
more and more an economic advisor of 
the people and less and less of a@drum- 
mer’ and ‘peddler,’” he said. 

He deplored the fact that too often 
men in the field go on the theory that 
it is their business to sell the business 
and it is the companies’ business to take 
it or leave it. “Representatives in the 
field have been inclined to be negligent 
in regard to the mortality experience of 
the companies,” he said. “The agent 
should be imbued with a high sense of 
the responsibility he shares in the proper 
selection of the business.” Life com- 
anv management recognizes more and 
more that the agent in the field rather 
than the doctor at the home office is the 
determining factor in mortality experi- 
ence, and this, said Mr. Hart, “is a chal- 
lenge to the underw riter w ho represents 
the institution of life insurance before 
the world.” 


Deplores Neglect of Advertising 


He also deplored the neglect on the 
part of companies of the possibilities of 
modern advertising. This is a neglect, 
however, he declared, “which in these 
signs of the times seems to be veering 
toward correction.” “Peculiar,” he said, 
‘we should think Wrigley’s chewing gum 
more important than life insurance and 
fail to take advantage of space in news- 
papers, magazines, periodicals and other 
media which could fire their broadsides 
into the hearts and consciousness of 
millions of people when we can see them 
personally only one at a time. I be- 
lieve the time is at hand when we are 
going to employ national advertising 
processes designed not to take the place 
or do the work of underwriters in the 
field, but designed to constitute a series 
of barrages which will make not only 
grown people but children that are com- 
ing along, insurance conscious so our 
work mav be done more easily and thus 
thoroughly instill into the consciousness 
of societv at large the value of this in- 
stitution.” 





ILLINOIS LEGISLATIVE 
SITUATION SATISFACTORY 


SOLONS MAY ADJOURN JUNE 1 


Agents’ Qualification Measure Expected 
to Pass in Spite of Criticisms 
Brought Against It 





With the Illinois legislature facing 
the possibility of adjourning sine die by 
June 1, the insurance legislative situ- 
ation is at present found to be in fairly 
satisfactory condition, according to Sec- 
retary E, M. Ackerman of the Insur- 
ance Federation of Illinois. While the 
agents’ qualification measure in hearing 
April 10 was opposed by representatives 
of Illinois legal reserve life companies 
and reciprocal interests, it is expected 
that these objections will be overcome 
at the next hearing. The brokers’ qual- 
ification bill has experienced no oppo- 
sition, but will come before the insur- 
ance subcommittee next week. 

Casualty men’s interest is being cen- 
tered on House Bill 431, which provides 
for a state workmen’s compensation 
rating bureau, and House Bill 525, 
agreed amendments to the workmen’s 
compensation act, which provides among 
other things that liability insurance 
may be carried to cover provisions of 
the act. Hearings on these bills were 
scheduled to be held April 17. On the 
same day hearing on House Bill 532, 
which limits the amount to be loaned by 
life companies, and House Bill 553, 
which concerns deposits required of 
Illinois companies by other states, were 
scheduled to be heard. 

Several bills have been reported out 
of the house insurance committee and 
are now on reading. The majority oi 
bills affecting insurance at this sessiot 
have originated in the house. Two bills, 
Senate Bill 375 and Senate Bill 376, 
were introduced last week. They per- 
mit county and township mutual fire 
companies to reinsure. Similar bills 
were introduced in the house. Surety 
interests are supporting House Bill 554, 
recently introduced. It provides for the 
bonding of county treasurers. 


COMMERCIAL LIFE IS_ SOLD 





Business of Kansas City Company to 
Be Transferred to Union Na- 
tional of That City 


KANSAS CITY, MO., April 18.—At 
a meeting of the stockholders of the 
Commercial Life here last week, it was 
voted to sell the business of that com- 
pany to the Union National Life of 
Kansas City and further to liquidate the 
— and surplus of the Commercial 
uife. 

In October, 1928, four of the directors 
of the Union National, including Chester 
I. Dale, president, purchased practically 
80 percent of tHe stock of the Com- 
mercial Life. The Commercial Life has 
in force $2,400,000 of business in Mis- 
sourj and Arkansas. TheeUnion Na 
tional Life has in force practically $1- 


700,000. This will give the Union 
National, when the reinsurance cor 


tracts are fully consummated, approx! 


mately $4,250,000 of business in force, 
with total admitted assets of around 
$300,000. 


At a recent meeting of the board 0 
directors of the Union National Life 4 
recommendation was made to the stock- 
holders for an increase in capital from 
$10,000 to $250,000. The new stock wil 
probably be sold at around $20 to # 
per share, par value $10. 


Payton Made Assistant Secretary 


Albert Payton, who has held various 
positions in home office and field, w4 
elected assistant secretary at the a 
nual meeting of the Ohio State Lif 
in Columbus. John R. Bolen of Dayto 
was made agency organizer of the com 
pany. 
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DISCUSS AGENCY WORK 
AT OMAHA CONFERENCE 





Nebraska Life Agency Managers 
Association Holds First Sales 
Congress 


THREE PHASES TREATED 


Sources of New Men, Training and 
Developing Agents Discussed 
by 100 Present 


attended 
Nebraska 
last 
week The congress was so 
successful that it was voted to make it an 
annual affair. Agency managers from Ne- 


insurance 
congress of 
Managers 


One hundred 
the first 
Life Agency 


men 
the 
Association 


sales 


in Omaha. 


braska, Iowa, Kansas, Colorado, Wyom- 
ing, South Dakota and Minnesota at- 
tended. 


President Homer O. Wilhelm of Omaha 
presided at the sessions and delivered the 
welcoming address of the congress. 

The ‘morning and afternoon meetings 
were given over to discussions an three 
subjects—securing agents, training agents 
and developing agents. 

F. N. Croxson was chairman on the 
discussion for securing agents, E. J. Phelps 
was chairman for the training ph dis- 
cussion and Franklin Mann presided at 
that on developing agents. 

After presenting their views on the sub- 
ject the chairman called on various agency 
managers from the audience for their 
opinions and then these were discussed 
at length. 


Pritchard Talks 


In the evening Mrs. W. S. Pritchard, 
head of the speakers’ bureau of the Fed- 
erated Woman’s Clubs of Iowa, whose 
assignment is to deliver lectures to wom- 
en’s clubs on the benefits of insurance, 
was the principal speaker at the banquet. 
everal interesting problems came up at 
the “Securing Agents” Forum. The gen- 
eral sentiment throughout the discussion 
was that women, part time salesmen and 
men under 25 were not good sources for 
securing insurance agents. On the other 


Mrs. 





hand, it was decided that age is not a 
handicap. 
The college athlete was among the 


sources tabooed. It was told that the av- 
erage college athlete makes a failure of 
the insurance game in spite of several 
instances of where these athletes have been 


particularly successful. 
Sources of New Agents 
Among the sources where managers 


said they managed to get excellent agents 
were: (1) College graduates around 27 
years of age. (2) Advertising in “business 
opportunities” columns. (3) Using blind 
want advertisements. (4) High class Jewish 
men who are successful in other lines of 
business, but who must abandon their busi- 


ness for one reason or another. (5) Cir- 
cularizing school teachers. (6) American 
Legion commanders and_ officials. (7) 
Successful men who are forced out of 
their particular business on account of 
changed conditions such as the successful 
store owner, harness man, theater owner 


who has been forced to give way in favor 
of the chain groups. (8) Junior bank of- 
ficials. (9) Own office force and policy- 
holders, 

It was the general opinion that agency 
Managers could generally depend on the 
young man around 30 who had been suc- 
cessful in some other line of endeavor to 
make a success of life insurance business 
Providing the manager had studied the 
young man in a detailed way and meas- 
ured his qualifications honestly. 

In et iding the discussion the question was 
asked, “What is the outstanding virtue 
Wanted in the insurance salesman?” 

he answers were: Initiative, honesty, 











NEW LIFE INSURANCE SHOWS 
7.5 PERCENT INCREASE FOR QUARTER 








an increase of 7.8 percent. Industrial 


NEW YORK, April 18.—New life in- 


surance production was 7.5 percent | insurance amounted to $771,601,000 as 
greater during the first quarter of this | against $731,803,000—an increase of 5.4 
year than during the corresponding pe- | percent. Group insurance amounted to 


$222,.057,000 as 
13.1 


increase of 
March 


For March, the total new business of 
all classes written by the 44 companies 
was $1,169,881,000 as against $1,112,659,- 
000 during March of 1928—a gain of 5.1 
percent. New ordinary insurance 


against $196,332,000—an 


percent. 


riod of last year. Such new insurance 
during March was 5.1 percent greater 
this year than in 1928. These facts are 
indicated by a report forwarded by the 
Association of Life Insurance Presi- 
dents to the United States Department 
of Commerce for official use. The com- 
pilation aggregates the new business 
records—exclusive of revivals, increases 


Business 


and dividend additions—of 44 member | amounted to $830,244,000 as against 
companies, which have 82 percent of | $781,122,000—a gain of 6.3 percent. In- 
the total volume of life insurance out- | dustrial insurance amounted to $274,824,- 














standing in all United States legal re- | 000 as against $273,551,000—a gain of 

serve companies. one-half of one percent. Group insur- 

ance as $6 3 as agains $57,- 

Business for First Quarter ant wa vf 4,81 3,000 a against $9%, 
986,000—a gain of 11.8 percent. 

For the first quarter, the total new | The new paid-for business written 
business of these companies was $3,167,- | during each of the first three months 
287,000 this year as against $2,945,125,000 | of 1927, 1928 and 1929 and percentage 
last year, an increase of 7.5 percent. | increases in 1928 and in 1929 are shown 
New ordinary insurance amounted to | for the three classes of business in the 
$2,173,629,000 as against $2,016,990,000— | following table: 

1928 1929 
over over 
Month 1927 1928 1929 1927 1928 
ORDINARY INSURANCE 
JANUATY ..ccees $ 579,026,000 $ 580,462,000 $ 659,843,000 2% 13.7% 
February ...... 626,568,000 655,406,000 683,542,000 4.6 4.3 
March ..... 749, 543,000 781,122,000 830.2 44,000 1.2 6.3 
1,955,137, 000 “2.016.990,000 "2.173,629,000 3.2 7 7 8 
INDUSTRIAL INSURANCE 
SORGATY .cccces $ 185,292,000 $ 236,303,000 $ 265,998,000 27.5% 12.6% 
February ...... 207,217,000 221,949,000 230,779,000 7.1 1.0 
PE. Sisanenas 241,701,000 273,551,000 2748: 24,000 13.2 5 
634,210,000 ~~ 731,803,000 ~ 771,601,000 “Lb. 4 : 5.4 
GROUP INSURANCE 
JANUAPY .ccccce $ 94,445,000 $ 16,841,000 i —50.4% 110.6% 
February ...... 46,119,000 91,505,000 A 98.4 —36.0 
BEGG cccucsecs 103,057,000 57,986,000 64,813,000 43.7 11.8 
243,621,000 6,332,000 ~ 222,057,000 —19.4 13.1 
TOTAL INSURANCE 
January ....... $ 858,763,000 $ 863,606,000 $1,024,478,000 6 18.6% 
POOTERTT cccsse 879,904,000 968,860,000 972,928,000 10.1 4 
eee 1,094,301,000 1,112,659,000 A 169,881,000 1.7 5.1 
“2,832,968,000 “2.945,125,000 3.167 287,000 10 7.5 
willingness to listen, willingness to work, | learned that it is best to let the sales- 
sincerity, ambition, energy, a mental at-| man go it alone. He advocated giving 


him a thorough course in the essentials 
of insurance and then helping him each day 
with his problems. 


titude and vision. 

Perhaps the most interesting discussion 
of the three subjects was that of “Train- 
ing Agents.” 

Considerable discussion centered around 
just how much preliminary education the 


Summary of Methods 


\ summary of the methods presented 


insurance salesman just starting out actu- follows : 7 

ally needs. Many told of how they give 1—Explain centers of influence to new 

the starter only a three-day schooling and | men in their territories. 

then aid him daily with his problems. 2—Make newspaper announcements when 

There were others, however, who con- | new men go into a new field. This will 

demned the plan of sending salesmen out | aid the salesman greatly in getting ac- 

with only a three-day schooling and a | quainted. 

part knowledge of his business and what 3—Furnish him with various mailing 

he was selling. lists of men and their salaries, positions, 
etc. 


Should Counsel Agent Daily 


4—Have agents change their method of 


o . > . » ""e 9 _ ; Wa s ‘Yr . ° 
1 oo a pce was tone . cae attack. Talk business insurance to some 
decided that the new insurance salesman | peocnects, Life to others, term to others, 
should not start selling until he had stud- she 
ie : ast seven days and then “ , 
ied hard at least seven days < 5—Insist on agents make a round-the- 


he should take a correspondence course or 
study insurance books in some way. It 
was also decided that the agency mana- 
ger should counsel this new agent daily 
and aid him with his problems either by 
mail or by direct contact. It was pointed 
out that the agency manager takes on a 
moral responsibility when he induces a 
successful business man to leave a suc- / 
cessful business and gamble the living of | th€ best prospect. ' 
his wife and children that he will make i—Make quotas sor agemss. But —_ 
good in insurance and it was up to the the quota within their reach or they will 
agency manager who induced the man to become discouraged. And work hard with 
into the insurance field to give him | 2" agent falling under his quota. 


clock report of what they did each hour, 
what the outcome of conferences were, did 
they do any business in the conferences or 
just visited. This will keep agents on the 
jump at all times. 

6—Insist that agents make service calls 
on old policyholders to keep the connec- 
tion. The old policyholder is generally 


come a ay 3 ti 
every possible help and encouragement in 5—AAS agems why they are Cailing on 
being a success. certain prospects. 


Developing agents by making the agents 9—Strive to make agents get into con- 


learn “canned” sales talk was both blessed | sistent production. 
and damned. Many managers gave inter- 10—Sell the agents on the idea that they 
esting experiences of where they used | are in the business for themselves. 


11—Hold contests, but do not offer cash 
prizes which only one man can win. 

Darby Day was scheduled to deliver the 
principal «lk of the day, but he was 
forced to cancel this engagement on ac- 


their prepared sales talk to put over their 
argument and were successful in selling 
insurance. Others told that they believed 
a standard talk was absolutely worthless. 

A. B. Olson, manager of agencies of the 








Bankers Life of Nebraska, said he has | count of illness. 
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DISABILITY FORM OF 
MUTUAL BENEFIT LIFE 


Keen Interest in Separate Contract 
Put Out by Big Newark 
Company 


REVOLUTIONARY IN PLAN 


Principles Win Quick Approval—Text 
of Policy on Premium Waiver 
and Benefits 


NEW YORK, April 18.—Without 
question, one of the most important and 
announcements in 


interest-arousing re- 





cent years of life underwriting was that 
the Mutual Benefit a few weeks ago 
that it was to issue a separate disability 


| of 


in connection with life policies, 
effect to the disability 
life contracts. After refrain- 
ing from entering this field for many 
years—though never denying the merits 
of disability insurance, if properly writ- 
ten—the company announced an entirely 
new form which was revolutionary in 
its make-up and characteristics. So revo- 
lutionary was it that the special com- 
mittee on disability, composed of the 
actuaries’ and National Convention rep- 


policy 
similar in pro- 


visions of 


resentatives, found it necessary to go 
over their entire work before making 
public their proposals for a standard 


measure. 
Eenthusiastically Received 


And so enthusiastically was it received 
throughout the country that the Mutual 
Renefit has received departmental ap- 
proval of the policy in what is doubtless 
record time. In less than 30 days after 
the forms were sent out to the depart- 
ments, the company had received ap- 
proval from all but three of the states 
where approval is necessary, those three 
(all small states) being assured within 
a short time. And company and agency 
men alike throughout the country have 
been eagerly awaiting the issue of the 
policy, for perusal and study. 


Text of the Policy 


So widespread is the interest that the 
policy is being reprinted herewith in full, 
an important document in the develop- 
ment of the life insurance business. It 
reads as follows: 

SUPPLEMENTARY POLICY ISSUED IN 
CONNECTION WITH LIFE INSUR- 
ANCE POLICY No. 0,000,000, PROVID- 
ING FOR PAYMENT OF PREMIUMS 
AND MONTHLY INCOME, IN EVENT 
OF TOTAL AND PERMANENT DIS- 
ABILITY BY REASON OF ACCIDEN- 


TAL BODILY INJURY OR BY SICK- 

NESS AS HEREIN PROVIDBD. 

THE MUTUAL BENEFIT LIFE IN- 
SURANCE COMPANY, of Newark, N. J., 
in consideration of the payment of pre- 
miums as hereinafter provided, hereby 
indemnifies John Jones (herein called 
the insured) against the loss of earned 


income, by disease or accident, under 
the following provisions and agree- 
ments 

If within one month (of not less than 
30 days) after the due date of any pre- 
mium payable under the provisions of 
pobicy No. 0,000,000, issued by the com- 
pany on the life of the insured, and 
bearing the date of March 1, 1929 
(herein called the coexisting policy), 
there shall be presented to the com- 
pany at its office in Newark, N. J., proof, 
satisfactory to the company, that on 
such due date the insured was totally 
disabled as herein set forth, the company 
will pay a sum equal to the premiums 
then due on this policy and on the co- 
existing policy, by crediting the said 
premiums in the accounts of the com- 


pany The credit of the premiums as 





above provided will continue this policy 
and the coexisting policy for the same 
time and with the same force and effect 
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Biloxi 
und! 








How about 18 perfect holes of golf, an invigorating 
plunge into the salty surf, a wonderful dinner, then a 
soothing cigar while you rest luxuriously in one of those 
friendly armchairs before the beautiful Italian fireplace 
in the lounge of the Edgewater Gulf Hotel at Biloxi, 
Mississippi? 


American Central Field Club members have this 
ecstatic treat in store as a reward for twelve months of 
noteworthy production of good new insurance and con- 
sistent renewal of older business. For Field Club mem- 
bership is the accolade, the chief distinction which the 
Company confers upon its most loyal and conscientious 
representatives. 


CSDENS 


Just one of the many reasons why American Central 
representatives are happy and successful. 
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AMERIC CAN REEN RAL 


Ee 


(No. 4 of a Series) 


























as though said premiums had been paid 
in cash when due. No payment and 
credits as of the due date of any sub- 
sequent premiums will be made without 
new proof, as herein provided, that the 
insured is then disabled as herein set 
forth. 

The insured will be regarded as to- 
tally disabled when, by reason of acci- 
dental bodily injury or by sickness, his 
average monthly earned income for a 
period of four months has not exceeded 
one-fourth of his former earned income 
(averaged monthly for the 12 months 
immediately preceding such four 
months) and such disability will be re- 
garded as permanent while the earned 
monthly income of the insured, on ac- 
count of such injury or sickness, does 
not exceed the said one-fourth. 

The company will also pay, subject to 
all the provisions hereof, a monthly in- 
come of ten dollars while the insured 
is regarded as totally and permanently 
disabled. If no further premiums shall 
be payable on the coexisting policy, suc- 
cessive proofs of disability shall be fur- 
nished within one month (of not less 
than 30 days) after the date when the 
annual dividend on the coexisting pol- 
icy is payable. 

The proof of disability herein required 
may be submitted at other times than 
those above designated, and upon ap- 
proval thereof by the company the 
monthly income provided for herein will 
be paid subject to all the provisions 
hereof 

Within two years of the first approval 
of proofs of any disability, the company 
may require proofs of continued dis- 
ability once in each three months. 

No benefits will be payable hereun- 
der after March 1, 1954, unless the dis- 
ability set forth herein then exists. 

Premiums are payable annually in 
advance at the company’s office in New- 
ark, N. J.. or to agents, in exchange 
for receipts signed by the president or 
treasurer, but in lieu thereof the com- 
pany will accept semi-annual or quar- 
terly payments. The annual premium 
or the first semi-annual or quarterly 
payment, as set forth in the margin, is 
due on the first day of March in each 
year, until 25 full years’ premiums, cal- 
culating from March 1, 1929, shall have 
been paid, or until the death of the in- 
sured, should that event sooner occur. 
The premium payable on delivery hereof 
to maintain this policy until March 1, 
1930, is $5.57. 

The risk hereunder, by reason of the 
profession, trade or business of the in- 
sured, and the duties incident thereto, 
as set forth in the application herefor, 
is classified by the company as pre- 
ferred. 

This policy shall not be assignable 
except to an assignee who is also the 
assignee or beneficiary of the coexisting 
policy. No assignment of this policy 
shall affect the company until it shall 
have received written notice thereof at 
its office in Newark, N. J., and assented 
thereto. 

The general provisions printed on the 
second and third pages hereof are a part 
of this contract. 

As to dividends the effective date of 
this policy is March 1, 1929. 

Dividends annually beginning with 
3d policy year as provided herein. 


General Provisions 


Within the policy, the following gen- 
eral provisions of definition and proced- 
vre are included: 

Definition of earned income.—As here- 
in used the term “earned income” means 
wages, salaries, professional fees, and 
other amounts, received as compensa- 
tion for personal services actually ren- 
dered in any profession, trade or busi- 
ness, not including therein amounts 
received as a pension or retirement allow- 
ance, or as a temporary continuance in 
whole or in part of customary earned 
income during the insured’s enforced 
absence from business on account of 
accidental bodily injury or sickness. 

Changes in time of premium pay- 
ments.—No change shall be made in the 
due dates of the premiums on this pol- 
icy unless the due dates of the pre- 
miums on the coexisting policy be like- 
wise changed at the same time, and 
any change in the due dates of the 
premiums on the coexisting policy shall 
likewise apply to the due dates of the 
premiums on this policy. 

Waiver of proofs.—The company may 
at any time determine that successive 
proofs of disability are unnecessary, and 
notify the insured in writing of the 
waiver, for the time being, of such re- 
quirement. In such case the company 
will continue to make the payments 








herein provided without further proof 
of disability until notice shall be given 
the insured that such waiver is wit! 
drawn. 

Termination.—Except as provided in 
this policy, any default in premium pay- 
ments hereon will immediately render 
this policy null and void. If the coex- 
isting policy shall cease to be in full 
force and effect this contract shall be 
immediately terminated, unless disabi!- 
ity, as set forth herein, then exists, in 
which case this contract shall be con- 
tinued in force, without further pay- 
ment of premiums hereon, for the sole 
purpose of meeting the liability of the 
company, with respect to the monthly 
income benefit, incurred by reason of 
the insured’s then disability. 

Misstatement of age, alteration of 
coexisting policy, or change of risk.— 
If the age of the insured has been mis- 
stated, or if the plan or amount of the 
coexisting policy shall be changed, or if 
the risk hereunder shall be increased 
or diminished by reason of any change 
in the insured’s profession, trade or 
business, or in the duties incident there- 
to, which would alter the company’s 
classification of the risk, the premiums 
and benefits hereunder shall be modi- 
fied accordingly, and such further ad- 
justment, whether involving a payment 
by or to the company, shall be mad 
so that the status of this policy there- 
after shall be in all respects the same 
as if such modifications had been 
existence from the inception of this 
policy. If any payment due the com- 
pany under the provisions of this para- 
graph be not made within 30 days afte: 
written notice and demand therefor 
mailed to the last known address of 
the insured and assignee, if any, this 
policy will terminate. If the risk here- 
under, in consequence of any change 
in the insured’s profession, trade or 
business, or in the duties incident there- 
to, is not classified by the company as 
an acceptable risk, the company, at its 
option, may declare this policy termi- 
nated and pay the cash surrender value 
hereof. 

Reduction of benefits.—If, at the time 
of the approval of proofs as herein 
provided, the monthly income benefit to 
which the insured shall be entitled here- 
under, and under other supplementary 
disability policies issued to him by the 
company, together with the income bene- 
fits, if any, to which he shall be en- 
titled, by reason of disease or accident, 
under insurance in any other company 
or association of whatever kind, shall 
exceed in the aggregate 75 per centum 
of his former earned income, ascertained 
as herein provided, the monthly income 
provided for herein shall be reduced so 
that the total monthly income under 
this and such other insurance, if any, 
shall not exceed 75 per centum of such 
former earned income. In event of such 
reduction future premiums hereon will 
be equitably reduced, and the company 
will pay an equitable part of the cash 
surrender value hereof, computed as of 
a date immediately preceding disability. 
The monthly income benefit provided 
for herein will not be restored to its 
original amount unless there shall be 
an election at the time of such reduc- 
tion to have the premiums remain at 
their original amount, and to leave with 
the company the porton of the cash sur- 
render value referred to above, in which 
case the monthly income benefit pro- 
vided for herein will be so _ restored, 
subject to all the provisions hereof, upon 
the insured’s recovery from his then dis- 
ability. 

Cash surrender value.—In event of 
the termination of this contract other- 
wise than by the death of the insured, 
and while the insured is not disabled, the 
company will pay a cash surrender value 
equal to the net reserve required for 
the benefits herein provided, according 
to Hunter’s Combined Table of Mor- 
tality and Disability with interest at 3 
per centum per annum, 

Grace and reinstatement.— Any ar- 
rears of premium may be paid within 
one month (of not less than 30 days) 
from the due date; or this policy may 
be reinstated at any time after the said 
month and within three months from 
the due date upon evidence of insura- 
bility satisfactory to the company and 
payment of all arrears with interest 
thereon at not to exceed 6 per centum 
per annum: Provided, in either case, 
this policy or the coexisting policy shall 
not have been surrendered to the com- 
pany and that premiums on the coexist- 
ing policy shall not be in default. — 

Dividends.—At the end of the third 
and each subsequent policy year, while 
this policy is in force, it will be cred- 


(CONTINUED ON PAGE 26) 
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The New Home of the 


Etna Life Insurance Company 


Upon its completion, this magnifi- 
cent structure will bring under 


The new home of the /Etna Life 
Insurance Company and A fhliated 
Companies is now under con- one roof again for the first time in 
struction at Hartford, Connecticut. fifteen years, the home office or- 
The design—by Jas. Gamble ganization of all the /Etna and 
Rogers, noted architect and designer Affiliated Companies. But in a larger 
of the Harkness Memorial Quad- sense the edifice will represent the A8tna’s 
rangle of Yale University—calls for a entire field organization, its financial 
massive structure of red, hand-made 
brick with white stone trim resting on 
a brownstone base and capped by a 
sentinel-like cupola of New England 
Colonial style. It will be 650 feet wide, architectural expression of AKtna Lite 
262 feet deep, and 243 feet high. It will all that the AEtna stands Insurance Company 
set back 230 feet from the street. | for today. Hartford Connecticut 





position of preeminence, and its eighty 
years of constructive insurance service. 


It will be a significant 
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Fit It! 


A giant can’t wear 
a dwarf's cloak 


Neither can a prosperous man hope 
to leave a luxury-accustomed family 
well provided for by taking out in- 


adequate life insurance. 


It is the duty of the life insurance 


salesman to study his prospect 





and strive earnestly to cut his pro- 
tection to FIT his income and his 


family’s mode of living. 





Just another one of the 


many trails to success. 


The Prudential 


Insurance Company of America 


EDWARD D. DUFFIELD, President 





Home Office - Newark, New Jersey 














OMAHA SALES CONGRESS 
ATTRACTS 300 AGENTS 





BOWLES URGES ANALYSIS 





Iowa Agent Asks Action to Curb 
Appointments of Unqualified Sales- 
men by Superintendents 


Three hundred insurance salesmen 
from Nebraska, Iowa, Kansas, Colorado, 
Wyoming, South Dakota and Minnesota 
attended the annual sales congress of 
the Omaha Life Underwriters Associa- 
tion last week. 

A feature talk of the morning session 
was given by Frank Gentry of Kansas 
City. Mr. Gentry explained that two of 
his biggest helps in his business are (1) 
card listing system of lining up his 
prospects and (2) his success in build- 
ing up a large amount of good will. 

E. W. DeNio of Cedar Rapids gave a 
short talk on the latest problems of the 
insurance business. He explained that 
the insurance men themselves should 
take particular care to keep their busi- 
ness clean and spotless and to band to- 
gether in their respective states and 
lobby for laws which-will insure it from 
being wrecked by unscrupulous pro- 
moters. 

Appointments 


Condemns Indiscriminate 


Ed Eustis of Atlantic, Ia., who has 
built up an excellent business in the 
rural districts of southwestern Iowa, 
said that one of the worst evils in the 
business today was the practice of super- 
intendents of agents coming to the 
smaller towns, selecting the bank clerk, 
bootblack or what not as a representa- 
tive of the insurance company, giving this 
man a rate book and calling him a full 
fledged insurance salesman with orders 
to go out and sell his goods. 

He suggested that sales congresses 
take some action to curb the sending out 
of insurance salesmen without a definite 
amount of training. 

William D. Bowles, general agent in 
Des Moines of the Phoenix Mutual, 
talked on “Following and Working with 
Prospects.” 

“Every prospect should be carefully 
analyzed,” said Mr. Bowles. “If he has 
two or three small children explain an 
insurance which will insure these little 
ones of a high school education. Ex- 
plain to a man the necessity of an in- 
surance which will give him a living 
income when he is 65, when his period 
of usefulness has dropped to nil.” 

Flavel Wright of St. Louis and A. B. 
Olson, manager of agencies of the 
Bankers Life of Nebraska, gave the 
principal talks in the afternoon. 


Danger in Self-Satisfaction 


Mr. Olson spoke on “The Past, Pres- 
ent and Future of the Average Under- 
writer.” He said that the evil of the 
insurance business today which is 
prevalent among the older men is that 
they seem too contented to rest on their 
laurels and live on their renewals in- 
stead of drumming up new business. 

“Insurance companies are especially 
anxious to keep their experienced men 
active because the insurance game is 
one which only years of hard work give 
a salesman the experience he needs and 
it is pathetic to have a veteran salesman 
become self satisfied just at a time when 
he should commence breaking his own 
record and be a real benefit not only 
to ‘his company but to himself and to his 
policy holders as well. 

“Today there is more room at the 
top for big insurance men than in any 
other business. Every insurance man 
that works hard reaps the benefits him- 
self and this alone would be a stimulant 
to bigger production and the desire to 
build up an insurance business.” 

“We insurance men are selling the 
most useful commodity in the world,” 
Mr. Wright said. “Nothing in the world 
is valuable unless usable and every one 
can use life insurance. 

“An insurance man has the nicest 





NORTHWESTERN MUTUAL 
GAINS IN FIRST QUARTER 


REPORTS ON NEW BUSINESS 





Figures on Premiums, Death Claims and 
Investments Announced at Trus- 
tees’ Meeting 





MILWAUKEE, April 18.—The 
Northwestern Mutual Li ife, at the meet- 
ing of trustees at the home office, re- 
ported new paid for insurance during thie 
first quarter of 1929, amounting to $102, 
446,000, represented by 19,096 policies. 
This is an increase of more than $7,300,- 
000 in new business over the first quar- 
ter of 1928. 

During the first three months of 1929 
tlie insurance premiums of the company 
made a gain of more than $1,600,000 
over premiums during the same period 
of 1928, the report shows. The com- 
pany paid more than $11,000,000 in death 
claims during the first quarter of 1929, 
exceeding the amount paid for death 
claims during the first quarter of last 
year by more than $800,000. 

Dividends Nearly $9,000,000 


The report shows dividends paid to 
policyholders during the first quarter of 
1929 as amounting to nearly $9,000,000. 
The total amount of all payments made 
to policyholders of the company during 
this period amounted to more than $26,- 
000,000. The company had a total in- 
surance in force on March 31, 1929, 
amounting to $3,763,083,887, represented 
by 1,002,704 policies. 

Investments of the Northwestern Mu- 
tual Life on March 31, 1920, include 


mortgage loans, $374,269,590; United 
States and other bonds, $305,974,394; 
policy loans, $127,935,629. Total gross 


assets of the company on March 31, 1929, 
amounted to $852,110,833, an increase 
of $56,048,939 over the total gross assets 
at the same date in 1928. 








business in the world. His market is un- 
limited. He is selling a public commod- 
ity. Overhead is not charged against 
the salesman and the renewals offer the 
salesman the oportunity to lay up a 
fund for old age.” 


Charles R. Mason, manager of the 
Northwestern National in Denver, told 
the gathering about the association 


which salesmen have in Denver. 

He said that the association has a 
membership of 350 members who pay 
dues of $6 annually. The members meet 
every week at a luncheon and once a 
month bring a speaker of national prom- 
inence to Denver. 








Educational Director 





GEORGE A. BREDEHOFT 
Appointed Superintendent of Field 
Service of Connecticut General Life 
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ALFRED MacARTHUR IS 
CENTRAL LIFE PRESIDENT 


ELECTED AT BOARD MEETING 


Is Head of Illinois Company of Which 
He Recently Acquired 
Control 


Alfred Mac Arthur was elected presi- 
dent of the Central Life of Illinois, Chi- 
cago, at the first 1929 meeting of the 
board, heid in the home office city this 
week. Judge W. H. Hinebaugh, for- 
merly president, is retiring but wil! re- 
main on the board of directors. . Mr. 
MacArthur some time ago obtained con- 
trol of the company and served as execu- 
tive vice-president until the date of the 
meeting. He has been prominent in 
life insurance circles for years, is an 
agency builder of great ability and was 
for many years home cffice general agent 
of the National Life, U. S. A., in Chi- 
cago. 

R. E. Irish was elected vice-president 
and S. B. Bradford secretary-treasurer. 
The following are the directors: 

David N. Yates, vice-president and 





ALFRED MacARTHUR 


general manager, Marshall Field & Co.; 
Judge W. H. Hinebaugh; S. B. Brad- 
ford; Lucius E. Wilson, president Gen- 
eral Organization Company, Chicago; 
Paul Llewellyn, president Interstate 
Iron & Steel Company;*C. C. Collins, 
president First & Second Humboldt 
State Bank; Telfer MacArthur, presi- 
dent Pioneer Publishing Company, Oak 
Park, Ill.; F. A. Brown, Chicago attor- 
ney; William R. Durgin, advertising 
counselor Cincinnati, and J. A. Bowman, 
Rockford, Ill, capitalist. 

_.It long has been Mr. MacArthur’s am- 
bition to direct a company of his own. 
When he acquired control of the Cen- 
tral Life he inaugurated a campaign of 
ersonnel change with a view to strength- 
ening the Central Life organization in 
all departments. To that end, changes 
were made in the underwriting, produc- 
ton and medical departments. The 


ruilding, 720 North Michigan avenue, 
lor its downtown city agency. 

_ The Central Life is building rapidly 
“ut soundly. To date this year the com- 
Pany shows an increase of slightly more 
21 50 percent in paid-for business over 
on identical period of last year.. The 
— department is being expanded 
a strengthened for the purpose of as- 
“ring the continuation of this increase. 




















The Basic Argument 
in Selling Life Insurance 


The following from the Volunteer State Life bulletin strikes at the 
core of the “Life Payments Localized” issue of The National Under- 


writer, soon to be issued, 


ILLUSTRATED SALES TALKS 


66 LL of us use human interest stories in 
our sales talks, but we are very apt to 
have a few stock tales which we use habitually 
regardless of their application to the particular 
case. 
“These few suggestions have always been suc- 
cessful and can be helpful to you. 
“Human interest stories are the illustrations 
of the sales talk. These illustrations should 
always be local ones, and the more intimate the 
better. It is best if the prospect actually knows 
the persons or events described. Wuman interest 
stories must relate to situations comparable 
with the prospect’s own, as we all have a 


“‘Life Payments Localized’’ 


will always be a great service in life insurance 
salesmanship because it deals with the fundamen- 
tal reason why people insure—the payment of 


life insurance claims. 


The “Life Payments Localized” is one of the 
big free services which subscribers to The 
National Underwriter enjoy. Compiled from 
275,000 reports, it is the only comprehensive 
system keeping track of the great and increas- 
ing flow of life insurance money to the public, 
now amounting to nearly $2,000,000,000 per 


year. 


Life Insurance Payments do now, and always 
will, constitute the best permanent selling ar- 
guments for life insurance. 


You get this big issue, price 75 cents 
when sold separately, free with your 
subscription. It is only one of several 
valuable helps which you cannot get 


with any other paper. 


OUT IN JUNE 


strong tendency to imitate our equals or su- 
periors but do not compare ourselves or 
sympathize with our inferiors. Stories of 
success, happiness and pleasure are far more 
effective than gloomy ones.” 


The “Life Payments Localized” issue gives 
you a chance to illustrate the benefits of life in- 
surance from local cases of life insurance 
payments in your own community. It is a 
constantly replenishing source of “human in- 
terest” material, “local” and “intimate,” which 
will keep you from concentrating on “a few stock 
tales.” 











A New Service 


95 percent of the beneficiaries and claimants have 
no objection to the publication of the amounts 
of insurance carried. However, in the 5 percent 
of cases, where the following is signed copies of 
which will be furnished on request, names and 
amounts of insured will be withheld. 


THE INSURANCE PRESS 


“LIFE PAYMENTS LOCALIZED” 
SERVICE 


To Beneficiaries under Life 
Insurance Policy Claims: 


HE above publication is issued once a year 

as a “Special Number” of the National Un- 
derwriter, a leading insurance journal, in July 
each year and gives the list of life insurance 
claims paid by the life insurance companies for 
the previous year. Thus the information is al- 
ways from six to eighteen months old when pub- 
lished No street addresses, no names of bene- 
ficiaries or other information than the bare 
name of the assured and the approximate (not 
the’ exact) amount of insurance carried is given. 
Obviously this great annual list of people who 
have believed in and have carried life insurance, 
and whose dependents have been provided for by 
life insurance, is of great value in inducing 
others to insure. As one of the beneficiaries of 
the life insurance system, we are sure you wish 
others to benefit from the examples given by 
those who have had the foresight to insure. 
However, there are known occasionally people 
who object to even this restricted form of pub- 
licity. 
If you are one of these and you or any other 
authorized representative of the estate will sign 
and return the following, the publishers will see 
that no publicity is given. Only this form will 
be recognized. 


The National Underwriter Company 
CHICAGO CINCINNATI NEW YORK 





OOOO 


The National Underwriter, 
420 East Fourth Street, Cincinnati, Ohio: 


I have read the above and still desire for good 
reasons that no publicity in your issue, “Life 
Payments Localized,” be given as to the amount 
of insurance carried by the late 


Name of Decedent 


Name of Beneficiary or Attorney 


Address 
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More Serious Accidents, 
More Liberal Benefits 


As accidents become more serious they also 
become more costly. The automobile is deadly 
as well as omnipresent. 

In our recent revision of our accident policies 
we took this new situation into account. 

Hospital benefits have been almost doubled. 
X-ray fees are paid and allowances are made 
for all operations. 


For revised Brokers’ Outline of Accident and 
Health Insurance, write 


Connecticut General 


Life Insurance Company 
Hartford, Conn. 





DON’T WRITE, 
TELEGRAPH! 


About our opening in the STATE 
OF OHIO, 30 producing Agents 
now working. We must have a Man- 
ager to take charge of the entire state. 
State office preferably at Columbus. 
This is an unusual opportunity for the 
right man who is an organizer and 
builder to step into an Agency that is 
partly built. If you are the right man 
act immediately. An unusual contract 
is awaiting you. 


O. L. Holland, President 
American National 
Assurance Co. 
3719 Washington Blvd. 
St. Louis, Mo. 

















ARGUMENTS HEARD 
IN INCOME TAX CASE 


Question Arises as to Deferred 
Dividends on Two Life 
Policies 


INTERESTING POINT UP 


Deficiency Levy Assessed on Policy- 
holder After Surrender Was Ex- 
ecuted and Value Paid 


The United States Supreme Court 
heard oral arguments on the question 
of what taxable gain was realized by 
the respondent, under the provisions of 
Section 213 (b) (2) and 202 (a) (2) of 
the revenue act of 1918, upon surrender 
by him, at maturity, May 19, 1919, of 
two participating deferred dividend pol- 
icies of life insurance issued to him 
on May 19, 1899. 

This question arises in a case which 
was originally docketed as Lucas, col- 
lector, vs. A. J. A. Alexander, No. 481; 
but by leave of the court, Mrs. Kate 
Halloway Alexander, et al., trustees, 
were substituted for the former respond- 
ent due to his death. 


Explanation of Policies 


Mabel Walker Willebrandt, assistant 
attorney general, explained that on June 
5, 1899, the respondent was issued two 
policies of life insurance of $50,000 each 
by the New York Life. Each of these 
policies, Mrs. Willebrandt explained, 
was a participating deferred dividend 
policy called “insurance bond with 
guaranteed interest.” By March 19, 
1908, Mrs. Willebrandt added, the re- 
spondent had fully paid up the poli- 
cies after ten premium payments aggre- 
gating $78,100. 

The policies provided that at the end 
of the accumulation period the insured 
should receive the entire cash value of 
$50,000 each in addition to the cash divi- 
dend then apportioned by the company. 
The taxpayer being alive at the matur- 
ity of the policies on May 19, 1919, 
elected to receive the cash surrender 
value of the policies, and, on surrender- 
ing the policies, was paid by the com- 
pany, $120,797, Mrs. Willebrandt pointed 
out, the aggregate dividends then ap- 
portioned amounting to $20,797 for the 
two policies. 


Deficiency Tax Assessed 


He returned for taxation as income 
$17,290.35, claiming that the remaining 
$103,506.65 represented the 1913 value 
of his policies. The commissioner of 
internal revenue, Mrs. Willebrandt de- 
clared, found that the taxable gain was 
$42,697.00, the difference between the 
sum received, $120,797. and the total 
amount of premiums paid. A deficiency 
tax of $11,334.17 was assessed of which 
respondent paid, under protest, $8,750.91, 
and thereafter brought suits in the dis- 
trict court for the district of Kentucky 
for its recovery. 


Total Estimated Value 


“The loan value of each of the poli- 
cies on March 1, 1913, was $37,300, a 
total of $74,600, and this loan value was 
the equivalent of a cash surrender 
value,” Mrs. Willebrandt declared. “The 
district court decided that since the pol- 
icies were paid up, the insurance com- 
pany had provisionally set aside certain 
sums as the accumulation on these pol- 
icies which, on March 1, 1913, amounted 
to $13,600. Assuming that the same 
rate of accumulation would continue, it 
appeared at that time that this amount 
would grow by May 19, 1919, to $19,- 
428.57, which, added to the face value 





of the policies, would make a total 
estimated value of $119,428.57 
The value of this sum on March 1, 
1913, at 4 percent compounded annually, 
was found to be $93,587.81, and this sum 
deducted from the amount actually re- 
ceived, $120,797, gave $27,209.19 as the 
taxable gain, the district court held. 
Respondent's Share 


“According to the contract entered 
into between the insurance company 
and the respondent,” Mrs. Willebrandt 
argued, “the taxpayer had no right nor 
could the amount of his interest of the 
dividends be ascertained as of 1913. As 
far as the system of bookkeeping em 
ployed by the insurance company ji 
concerned, the amount set aside for sur- 
plus in 1913 to pay dividends in the 
future was sort of a pool, and the re- 
spondent’s share could not be ascer- 
tained. The value of a life insurance 
policy on March 1, 1913, should be re- 
stricted to its realizable value disregard- 
ing all speculative or contingent values 
which may later accrue. 

The only realizable value of these 
policies on March 1, 1913, was the cash 
surrender value, Mrs. Willebrandt as- 
serted, and since they had no cash sur- 
render value, the loan value as of that 
date must be used. 

Elwood Hamilton, of counsel for the 
respondent, contended that the proceeds 
of life policies do not constitute income 
under the sixteenth amendment to the 
federal constitution. “The insurance 
policies of the respondent were con- 
tracts primarily for protection and not 
investment,” Mr. Hamilton argued, 
“since the New York Life was a mu- 
twal company. 

“The commissioner of internal revenue 
in determining the tax liability of the 
respondent found a gain in this transac- 
tion of $42,697, the difference between 
the premiums paid and the sum received 
on surrender, and that all of this gain 
was realized by the respondent between 
March 1, 1913, and May, 1919. In other 
words, the commissioner found on 
identically the same investment no gain 
for 14 years and a gain of 35 percent 
plus in six years.” 


President Kingsley’s Views 


Asked for a statement regarding the 
outlook for business in 1929, Darwin P 
Kingsley, president of New York Liie, 
said: “As the public buys its life insur- 
ance with surplus funds set aside for 
saving and protection, our business is 
most prosperous when the people are 
earning a substantial margin above their 
current obligations, and when they can 
foresee the probability of being able to 
continue their premium deposits. 

“It is therefore significant that in new 
business March was the largest month 
in the entire history of the company. 
The amount of new insurance applied 
for was $122,000,000. New insurance tor 
the first quarter of 1929 amounted to 
$332,000,000, a gain of $30,000,000 over 
the first quarter of 1928. The year 1929 
looks good to me.” 





Vote for Bankers Life Extension 


At the annual meeting of the Bankers 
Life of Iowa, President G. S. Nollen 
announced that, as a result of ballots 
sent out to all members, R. J. Clemens 
was reelected a director and that the 
policyholders had approved renewal 0 
the corporate life of the company ‘or 4 
50-year period and adoption of 1 ised 
articles of incorporation. 


Roth With Anchor Life 
C. Roth, formerly with the /nter- 


amin Life as state manager [or 
Michigan, has joined the staff o' the 
Anchor Life, Tulsa, Okla., as field! su 
pervisor. 


The Anchor Life, which is only three 
years old, wrote $965,000 of new Dus! 
ness in March. Harry) H. Rogers 
president of the company and William 
Hargis Walker executive vice-president: 


Lloyd Klingman of the salar sav- 
ings department of the Equitable New 
York, was a recent visitor at the st 
Paul agency. 
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REALIGNMENT MADE 
BY THE PRUDENTIAL 








FIELD SUPERVISION CHANGE 





Ordinary Agencies Will Hereafter Be 
Grouped and Put Under One 
Home Office Head 





NEWARK, N. J., April 18.—A signifi- 
cant realignment of the field organiza- 
tion of the Prudentiaal prompted by a 
steady growth in business was an- 
nounced by Edward D. Duffield, presi- 
dent, in an address before the annual 
business conference. 

Seventy-one ordinary agencies, located 
in various of the larger centers of popu- 
lation, are involved in the change. 
Heretofore they have been divided into 
five territorial classes, each group under 
the supervision of an assistant secretary 
who also supervised the company’s in- 
dustrial districts with these certain ter- 
ritorial limitations. Under the new ar- 
rangement, however, the entire 71 ordi- 
nary agencies will be grouped together 
and placed under one supervising head. 
He is Assistant Secretary George H. 
Chace, formerly in charge of the south- 
ern group of ordinary agencies and in- 
dustrial districts combined. Assistant 
Secretary Chace will be assisted in his 
supervision of the new ordinary group 
by Albert E. N. Gray, who has been 
promoted from assistant supervisor of 
field instruction to supervisor. 

Supervisor George W. Williams of 
the western group has been appointed 
an assistant secretary and will succeed 
Assistant Secretary Chace in the south- 
etn territory. To fill the vacancy 
caused by the promotion of Assistant 
Secretary Williams, Supervisor B. H. 
Harris has been transferred from the 
northern group to the western group. 
His place will be taken by Supervisor 
Harold M. Stewart, who has just been 
promoted to that office from the post of 
inspector, 


COMMISSIONERS TO 
MEET IN CHICAGO 





RICHMOND, VA., April 18.—The 
executive committee of the National 
Convention of Insurance Commissioners, 
of which Ray Yenter of Iowa is chair- 
man, will meet at the Edgewater Beach 
Hotel in Chicago the first week of June, 
according to Joseph Button of Virginia, 
secretary of the convention. Colonel 
Button says that this will be practically 
equivalent to a spring meeting. A num- 
ber of other committees are expected to 
meet there at the same time. The ex- 
ecutive committee will frame the pro- 
gram for the annual meeting to be held 
at the Royal Park Hotel in Toronto, 
Canada, Sept. 17-19, and will also hear a 
report from the committee on blanks. 
The exact date for the Chicago meeting 
has not yet been fixed, but Colonel But- 
ton expects to be able to announce it 
shortly, The date will probably be June 


on-v. 


Bureau’s Descriptive Booklet 


A descriptive booklet, showing the 
rapid growth and expansion of the Life 
Insurance Sales Research Bureau, has 
just been sent to its 126 member com- 
panies. As this booklet explains, the 
bureau acts as a central clearing house 
lor the sales problems of agency depart- 
ments in the life insurance companies 
of this and some. foreign countries. In 


this capacity it gathers information, 
analyzes it, and. distributes the results to 
its members. Information is obtained 


by the bureau through contact with 
company executives at their home offi- 
ces and during visits made by them 
to the bureau. Questionnaires are sent 
to member companies asking for prac- 
ices along specific lines. The results of 
the material contributed in this coopera- 
tive method have enabled the bureau to 
deduce valuable plans and some stand- 
ard practices. 








COLUMBIA LIFE HOLDS 
AGENCY CONFERENCE 





NOTABLE SPEAKERS PRESENT 





Salesmanship and Business Building 
Sessions Brought Out Many Im- 
portant Features and Points 





The Columbia Life of Cincinnati held 
its educational conference and annual 
agency meeting last week. President 
S. M. Cross welcomed the agents and 
H. S. Boynton, general agent at Toledo, 
responded. Vice-President Dr. Charles 
Webber started the sessions off with a 
talk on “Why We Have Agency Meet- 
ings”; Actuary A. J. Koeppe discussed 
“Dividends” and John L. Shuff, home 
office general agent of the Union Cen- 
tral, spoke on “Agents’ Responsibilities.” 

Salesmanship Sessions 


Some sessions were given up to sales- 
manship and business building educa- 
tion. W. T. Nash, of Indianapolis, the 
well known writer of insurance leaflets, 
gave a talk on “The Proper Use and 
Value of Leaflets.” Russell S. King, 
manager of the Union Central at In- 
dianapolis, gave his well known “Build- 
ing Sales Talks.” Mr. King is one of 
the star performers in the line of prac- 
tical agency education and got his sug- 
gestions across in good style. Harry 
Walter Hutchins, general agent of the 
National Life of Vermont in Cincinnati, 
followed Mr. King with a splendid ad- 
dress on “My Mistakes.” 


Other Talks Given 


E. J. Wohlgemuth of THe Nationa 


UNDERWRITER spoke on “The New Con- 
ception of Life Insurance”; C. F. Laugh- 
lin, the Columbia’s loan agent at Detroit, 
on “Safe Investments”; Dr. Martin 
Fischer on “The Medical Situation”; 
Russell Wilson, editor of the “Times 
Star,” on “The High Calling of Life 
Insurance.” Abner Thorp, editor of the 
Diamond Life Bulletins, delivered his 
new address on “Life Insurance as Prop- 
erty.” Following this there was a ques- 
tion box conducted by the agents and an 
address on “The Essentials of Leader- 
ship,” by Frank B. Slutes. 


Having a Good Year 


The Columbia Life is having a splen- 
did year thus far, making considerable 
increases in both business and surplus. 
It is now 27 years old, the third oldest 
life company in Ohio, with nearly $4,- 
000,000 assets and $23,000,000 in force. 
It is one of the companies that does 
not splurge but makes steady, consistent 
progress from year to year. It has had 
but two presidents. Its founder, Dr. 
Felix G. Cross, was succeeded by his 
son, Sumner M. Cross, who is conduct- 
ing the company along sound lines. 


Columbus Wins Trophy 


With a gain over the first quarter of 
1928 of 415 percent in paid-for produc- 
tion, members of the Missouri State 
Life’s Columbus, O., branch won the 
President Taylor cup for the first 
quarter in 1929. The race for this cup, 
awarded quarterly to the branch or 
agency showing the greatest gain in paid 
for business, was a close one, the win- 
ning margin being small. 

Harry W. Watson, manager of the 
Columbus branch, went with the Mis- 
souri State July 2, 1928. 


Two Companies Combine 


Announcement is made of the con- 
solidation of the Liberty Life of Fay- 
etteville, Ark., with the Springfield Life 
of Springfield, Mo., under the name of 
the latter company. C. F. Renner, presi- 
dent of the Liberty, becomes secretary 
and assistant manager of the Springfield 
Life. His son, Maurice, becomes assist- 
ant secretary and treasurer. The com- 
pany will write business in Arkansas, 
Oklahoma and Missouri. R. W. Tap- 
lett is president of the Springfield Life. 
It has about $10,000,000 in force. 
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: @ Life Insurance is “public service.” : 
: I It helps individuals to save and insures : 
: their life values against loss by death or by ® 
Fs total and permanent disability. 
; ¢ In order to earn interest on the policy- 3 
: holders’ savings, it loans money to home- 5 
: owners, to railroads, to owners of city E 
x buildings, to public utility companies, to : 
E the United States government, and to : 
5 states, counties and municipalities. : 
: I Probably no other institution serves our . 
3 people singly and collectively, both as é 
s private individuals and as citizens, in so : 
: many vital ways. . 
E g A company’s usefulness to the community : 
: is, therefore, largely measured by the num- i 
ber of people protected, the amount of in- 3 

surance in force and the amount of its : 

invested assets. : 

As of January 1, 1929, the New York . 

Life had about 2 Million policy- s 
holders Insured for over : 

634, Billions. g 

Its Assets amounted to over : 

114, Billion Dollars New Home Office Build- é 
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GERMAN SOCIETY HAS 
ITS ANNUAL MEETING 





HAS AN EXTENSIVE LIBRARY 





Organization Has Four Sections—M. 
Albert Linton Is a Member of 
Its Directorate 





The German Society for Insurance 
Science held its annual meeting April 
10, at its headquarters, Landshuter 
Strasse, 26, Berlin, Germany. The 
society has announced its intention to 
raise funds for a building of its own. 
Its library is now one of the best col- 
lections of insurance information in the 
world. Some facilities should be pro- 
vided for housing this material which 
is drawn upon by insurance scholars in 
many countries. 


The April number of the society’s 
“Journal” contains articles by Dr. 
Zwiedeneck-Siidenhorst on morbidity 


statistics in sickness society administra- 
tion, and Dr. E. W. Patterson of the 
Columbia University Law School (New 
York) on comparative American and 
German insurance law, an international 
survey of current insurance affairs and 
contemporary literature and numerous 
reviews of new insurance texts published 
in various parts of the world. 


Has Four Sections 

Dr. Hanns Dorn of the Technical 
University of Munich is the president of 
the society and Dr. Alfred Manes, hon- 
orary professor of insurance and director 
of the Insurance Institute at the Tech- 
nical University of Berlin, is the gen- 
eral manager, The society is organized 
in four sections: Insurance law and 
economics; actuarial methods; insurance 
medicine; and insurance education. At 
the close of 1928, it had 452 corporate 
members and 1,228 individual members. 
A number of American insurance com- 
panies are corporate members. M. Albert 
Linton of Provident Mutual Life is a 
member of the board of directors, and 
E. W. Kopf of the Metropolitan Life 
is a member of the executive committee 
of the insurance law and economics sec- 
tion. The society’s foreign membership 
embraces 38 countries. Its aggregate 
income, largely from membership dues, 
is about 100,000 marks. 

In addition to its quarterly “Journal,” 
the society also publishes individual 
monographs and a supplement on actu- 
arial and statistical mathematics. The 
supplement for April, 1929, contains Dr. 
Wilhelmina Gils’ “Contributions to a 
More Rigorous Treatment of the Math- 
ematical Theory of Errors” and a re- 
view of current actuarial literature. 


Emblem Contest Closes June 15 


Roger B. Hull, managing director, of 
the National Association of Life Un- 
derwriters, announces that the slogan 
and emblem contest of the organization 
will be closed June 15 and the ideas sub- 
mitted will then go to the jury for 
award of the $100 prize offered by Julian 
4 Myrick, last year’s president of the 
association, ‘ 

So many ideas have been submitted 
that it will be possible to set this early 
closing date on the contest and there 
will be a wealth of material from which 
to select a successor to the present an- 
chor emblem and the slogan, “The 
Greatest Thing in the World.” The 
award committee is composed of Paul 
F. Clark, president of the National as- 
sociation; Frank L. Jones, agency vice- 
president of the Equitable Life of New 
York, and Claris Adams, manager of 
the American Life Convention. 


Passes 40 Million Mark 


The Midland Life of Kansas City 
passed the $40,000,000 mark in insur- 
ance in force in March. Since the first 
of the year the company has been writ- 
ing an average of $1,200,000 a month, 
and expects to cross the $45,000,000 goal 
by Dec. 31. 





“ESSENTIALS OF LIFE UNDERWRITING” 
SIMPLIFIES SALEMANSHIP METHODS 





N a book entitled, “The Swing of the 
Pendulum,” the Diamond Life Bul- 
letin Service, 420 East Fourth street, 

Cincinnati, calls attention to the fact 
that a revolution has been taking place 
in life insurance work during the last 
15 or 20 years. Theretofore agents sold 
policies without definite training, having 
to depend on their ingenuity or a pull. 
With the development of salesmanship 
and other lines of business life insurance 
began to wake up and adapted these 
principles to life insurance selling. 
Abner Thorp, head of the Diamond Lite 
Bulletin Service, in issuing a new course, 
“The Essentials of Life Underwriting,” 
states that there are at least two out- 
standing and almost exclusive features 
which distinguish this course from 
others. They are embodied in the words 
“simplification” and “standardization.” 
Purpose of the Course 


Mr. Thorp has been endeavoring to 
instruct agents in the methods of diag- 
nosing the fundamental needs of pros- 
pects. The agent must be acquainted 
with these needs. When he is able to 
do this he can present life insurance as a 
solution for them with a result far su- 
perior to anything which can be at- 
tained by the average man who follows 
the present day complicated and antago- 
nistic methods. Mr. Thorp declares that 
the fundamental needs of almost every 
usual type of group of prospects can 
be classified. He finds that one of the 


greatest handicaps an agent has is fear 
of the interview. When the agent has 
mastered two or three standardized 
presentations, the simplification process 
is complete and the fear of the unknown 
is banished. 

Scope of the Course 

In framing the course Mr. Thorp 
has given the “Essentials of Life Under- 
writing” in six books. The first covers 
life insurance as property with successful 
standardized presentations based on that 
idea. Book 2 is devoted to developing 
prospects. Book 3 gives the modern 
conception of the selling process with 
examples and prepared presentations. 
Book 4 deals with personal efficiency, 
planning and recording. It furnishes an 
analysis of the agent’s job. Book 5 cov- 
ers life insurance as an institution, tells 
about its safety, its future and how it 
works. Book 6 covers settlement op- 
tions, tells what they can and cannot 
do and shows how the options may be 
used as a help in selling. Each of the 
books is divided into from two to six 
lessons. 

The “Essentials of Life Underwriting” 
presents, therefore, a new educational 
medium to life insurance agents. This 
course classifies and unifies and organ- 
izes the comparatively simple essentials 
which the progress of the last 15 years 
has brought to life. Mr. Thorp in plan- 
ning this course has mobilized the ideas 
and methods which are essential and 
practical and has discarded the rest. 








BILL TO EXTEND TAGGART’S 
POWERS STILL IN DOUBT 





HARRISBURG, PA., April 18.—With 
the 1929 Pennsylvania legislature in its 
last hours, indications are that Senate 
Bill 1036, which gives the insurance 
commissioner the authority to refuse to 
license foreign companies if in his opin- 
ion such action will best benefit the 
interests of the state and also the right 
to revoke their licenses at any time, and 
which has already passed the senate, may 
have to wait until the very last min- 
ute of the legislature before its fate is 
decided. 

Should this bill pass, insurance men 
believe that it will mean new battle 
with other states which will make last 
year’s quarrel between Commissioner 
Taggart and Texas, Massachusetts and 
New Jersey seem tame by comparison. 
Strange to say, insurance men are not 
opposing the measure, seeming to feel 
that “it is Mr. Taggart’s funeral.” Some 
opposition, however, has developed in 
the house and a vote is not expected 
until the very last minute. This last- 
minute opposition also makes the fate 
of the bill doubtful. 





“Ad” Conference Chattanooga Meeting 


A regional meeting of the insurance 
advertising conference will take place at 
Chattanooga, Tenn., May 6-7. Consid- 
eration will be given to such insurance 
advertising problems as seem uppermost 
at the time. The program is being pre- 
pared by R. G. Richards of the Atlantic 
Life. The conference feels it but fair to 
meet in the south, previous gatherings 
having been held at considerable dis- 
tances from that section. 





Home Adds to Official Staff 


Burk Mann and W. P. Gulley, both of 
Little Rock, Ark., have been elected 
vice-presidents of the Home group of 
companies, which includes the Home 
Fire, Home Accident and Home Life. 
Roland W. Doty has been elected sec- 
retary of the Home Fire. Charles T. 
Evans has been elected a vice-president 
of the Home Accident and is to be 
elected a director. The Home com- 
panies are controlled by the Rogers 





Caldwell interests. 


MRS. L. F. BEYMER JOINS 
EASTERN UNDERWRITERS 





Mrs. Lee F. Beymer, assistant secre- 
tary of the American Life Convention, 
has resigned and on May 1 will become 
manager of the western department of 
the “Weekly Underwriter,” of New 
York City. Her headquarters will be in 
St. Louis. 

The American Life Convention was 
launched in January, 1906, and in May 
of the following year Mrs. Beymer en- 
tered the employ of the organization as 
stenographer to the late T. W. Black- 
burn, first secretary and general coun- 
sel. At that time but 23 companies were 
in the convention. Mr. Blackburn and 
Mrs. Beymer constituted the entire home 
office force of the organization. Today 
the convention has 140 member com- 
panies and is the largest association of 
its kind in the world. 

As the convention grew Mrs. Bey- 
mer’s responsibilities increased, and in 
1923 she was elevated to the post of 
assistant secretary. She continued in 
that official capacity after Claris Adams 
succeeded Mr. Blackburn as secretary 
and general counsel on September 1, 
1926. 

With the American Life Convention 
Mrs. Beymer has obtained much valu- 
able executive experience and also has 
a very wide personal acquaintance 
among the officials of the companies 
that are members of the convention and 
others who were formerly associated 
with such companies. She has attended 
practically all of the annual meetings of 
the convention, handling the registra- 
tion of delegates and looking after much 
other details before and after these im- 
portant gatherings, including the publi- 
cation of the official proceedings. 

Since removing to St. Louis from 
Omaha, the former home office city of 
the American Life Convention, Mrs. 
Beymer has been active in local organi- 
zations for business women, having 
served as secretary of the Women’s 
Chamber of Commerce. 


Vice-President Hatfield Resigns 


J. T. Hatfield, vice-president of the 
Ohio National Life, has resigned and 
has sold his stock. He has other large 
interests and desires to concentrate his 





efforts in fewer channels. 


_— 


EQUITABLE OF IOWA 
ANALYZES RETURNS 





SOME FIGURES FOR MARCH 





Pennsylvania Led in the Procession of 
States—G. M. Groff of St. Paul 
Personal Leader 





March, 1929, was one of the most 
successful president’s months in the his- 
tory of the Equitable Life of lowa. The 
paid-for business amounted to $10,574,- 
196. 

State production honors were won by 
Pennsy!vania with business amounting 
to $1,684,939. This was the second con- 
secutive month during which this state 
won this leadership. Other leading 
states were: Ohio $1,434,652; Iowa, $1,- 
359,574; Illinois, $1,211,684; and Min- 
nesota, $644,736. 

Two of the Equitable Life of Iowa 
agencies reported more than $500,000 
of paid-for business in March. Six 
paid for more than $400,000; ten had in 
excess of $300,000; 20 more than $200,- 
000; and 37 passed the $100,000 mark. 


G. M. Groff Is Leader 


G. M. Groff of St. Paul led in personal 
production in the month. His business 
amounted to $155,000. His entire month's 
production was written upon the lives 
of old policyholders, giving him the 
leadership in business from that source 
for March. Other leaders for the month 
were: J. A. Mason, New York City, 
$112,500; G. W. Farley, Toledo, $109,- 
000; H. J. Miller, Philadelphia, $99,- 
500; G. H. Simons, Seattle, $97,500. 

The E. W. Cameron agency, Min- 
neapolis, with a production of $585,736 
won the agency leadership for March. 
This agency had four agents among the 
leading 25 for the month and also the 
leader in personal production and in 
business from old policyholders. Other 
leaders for the month were: Wallis & 
Tyson, Philadelphia, $531,000; Rice 
Agency, Harrisburg, $449,100; R. H. 
Sheldon, Los Angeles, $436,000; and H. 
A. Hedges, Kansas City, $423,589. 

During the month, $4,536,128 or 42.9 
percent of the total month’s production 
was secured from policyholders. This 
business for the year to date amounts 


ness written. 


Must Prove Suicide 


In the case of New York Life vs. 
Clara H. Ross the court charged the 
jury that under the facts and circum- 
stances shown it was probable that 
death might have been caused either by 
suicide or by accident, and that the law 
presumes that death happened as a re- 
sult of an accident. The court also 
charged that under such circumstances 
the burden of the proof was on the com- 
pany to show that death was caused by 
suicide. Judgment was given against 
the company under the double indem- 
nity clause of a life policy, the clause 
providing that the double indemnity did 
not apply if the assured’s death resulted 
from self-destruction. The judgment 
was affirmed by the United States cir- 
cuit court of appeals and the United 
States Supreme Court has refused to 
review the case. The assured had been 
involved in financial troubles and was 
found pinned beneath an overturned 
automobile in a canal. 


Great Western’s New Actuary 


Ralph E. Kennon has been appointed 
actuary of the Great Western of Des 
Moines effective May 1. a 

For the past five years Mr. Kennon 
has been actuary for the Iowa depart- 
ment. He succeeds Verne E. Holland, 
who has been transferred to field super 
visor of the life department. 

Mr. Kennon is a member of the 
American Institute of Actuaries 2” 
Fraternal Actuarial Association and 4% 
associate of the Actuarial Society ° 
America. 
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to $9,516,540, or 40.8 percent of all busi- 
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LOUIS J. FOHR AGENCY 
IN ANNUAL CELEBRATION 


HOLDERNESS,SPARVER ATTEND 





Chicago General Agent of Connecticut 
Mutual Life Does Excellent Busi- 
ness-Building Job 





Members of the Louis J. Fohr Chi- 
cago general agency of the Connecticut 
Mutual Life celebrated the agency’s 
fourth anniversary on Monday this week 
with a luncheon and afternoon meeting, 
at which Harold M. Holderness, superin- 
tendent of agencies, and E. Chester 
Sparver, director of publications, were 
present as speakers representing the 
home office. Other speakers besides 
Mr. Fohr were William S. Miller, vice- 
president and trust expert of the North- 
ern Trust Co., Chicago; William O. 
Ellis, assistant general agent in the Fohr 
office, and Art Ward, head of the 
agency’s south side branch. 

The Fohr agency was presented again 
with the Holderness cup, given to the 
company’s Chicago general agency that 
makes the best record of production and 
building each year. The company has 
three agencies in the city. The Fohr 
agency this year takes the cup for the 
second time. If it wins the trophy an- 
other year it will have permanent pos- 
session. The agency has built soundly 
and has climbed steadily toward the top 
of the national agency list in produc- 

n. 
~ Trust Expert Speaks 

Mr. Miller was the first speaker, in- 
troduced by Mr. Fohr. He said he 
believes the trust and insurance com- 
panies have a right to demand that men 
shall give some thought to how their 
estates shall be preserved, and added 
that the popularity of the trust method 
of handling estates is increasing. He 
gave briefly a number of trust case 
histories and coucluded with an analysis 
of his idea of what a correctly drawn 
trust agreement should do for the man 
for whom it is drawn. 

“One of the things most men are 
eager to accomplish—estate creation and 
preservation—is best accomplished 
through the medium of life insurance,” 
said Mr. Sparver, the next speaker. He 
spoke on contacts—mental, language 
and courage contacts—and defined each 
in its relation to the field man’s work. 
He said there is not more than one man 
in 100 who today does any clear, con- 
structive thinking about life insurance 
in his estate building plans, and added 
that it is the agent’s duty to start men 
thinking about it. He cautioned against 
dealing in generalities in talking with 
men about life insurance, saying that 
the agent who has his mental equipment 
organized for the job to be done is the 
agent that men of affairs will listen to 
and respect. 


Urges Daily Record 


Mr. Sparver insisted on the value of 
an agent’s keeping a daily report of his 
work, that he may at all times know 
how efficiently he is working and that 
he may learn how better to organize 
his time. 

A small unit_under the direction of 
William O. Ellis, assistant general 
agent, produced $500,000 of business in 
the first quarter of the year in the Fohr 
agency. The unit started with nothing 
behind it but the name of the Fohr 
agency, the company, and Mr. Ellis’ 
ambition. In modestly relating the 
achievements of his unit Mr. Ellis said 
the agent who has the largest future in 
life insurance business is the one who 
is a close student of the business and 
who organizes his time with a view to 
doing the greatest amount of effective 
canvassing with any given amount of 
energy expenditure. 

Mr. Fohr and the Connecticut Mutual 
were lauded in a brief address by the 
head of the Fohr south side agency, 
who is a large producer and a source of 
Mspiration to all who know him. He 
urged all the agents present to make a 


NORTHERN STATES 
TO TAKE THE CRESCENT 





TWO COMPANIES TO MERGE 





Home Office Will Be at Hammond, 
Ind.—Policyholders Will Vote 
on the Deal 





INDIANAPOLIS, April 18—It is 
anticipated that the reinsurance of the 
Crescent Life of this city in the North- 
ern States Life of Hammond, Ind., will 
be approved at a policyholders’ meeting 
to be held this week. Tha Northern 
States name will be retained and the 
head office will be in Hammond. Inter- 
ests connected with the Crescent Life a 
few months ago purchased control of 
the Northern States. The Crescent Life 
started business Sept. 18, 1913. It has 
about $15,000,000 insurance in force. 
Bertram Day is president. One of the 
directors, M. J. Dorsey, was the chief 
factor in purchasing the Northern States. 

The Northern States has upwards of 
$35,000,000 in force. It started in busi- 
ness in 1911, 








special effort to qualify for the com- 
pany’s annual convention, this year and 
all years. 


Holderness Presents Cup 


Harold M. Holderness made the con- 
cluding address. Before speaking he 
presented Mr. Fohr with the Holder- 
ness cup for the second time. He next 
touched briefly on the growth of the 
company, giving especial emphasis to 
the value of the Fohr agency’s contri- 
bution to this growth. Along with good 
production the agency has made an ex- 
cellent conservation record, and its aver- 
age policy figure is high. 

Mr. Holderness is concerned with 
field work, and said that when all has 
been said that can be said about a 
company’s assets, it is still true that its 
greatest asset is its field staff. The 
Connecticut Mutual has adopted for its 
1929 slogan, “More and Better Inter- 
views.” Mr. Holderness explained the 
slogan by saying that the need of the 
present is men trained to interview pros- 
pects more convincingly for more hours 
a day. He also touched on the value 
of an agent’s keeping a daily report of 
his work. He said that more people 
view life insurance as property today 
than ever viewed it so before, and that 
this fact alone should be a stimulus to 
the field men. 


Effect of Policy Loans 


In concluding he said that policy loans 
increased so soon as the stock market 
fell in the recent intense trading activity, 
and that they probably will continue to 
increase throughout this year. But he 
is not pessimistic. He closed with the 
statement that men today are thinking 
more in terms of safety of investment 
st e+ than in terms of large temporary 
yield. 


Farmers Union Mortality Ratio 


The actual mortality ratio of the 
Farmers Union Mutual Life of Iowa 
was only 8 percent of the expected in 
1928. This ratio was recently quoted in- 
correctly in THe NATIONAL UNDERWRITER. 
The Farmers Union Mutual Life has 
had a favorable mortality experience in 
the past. In 1923 it was 37.3 nercent; 
in 1924, 26.3 percent; in 1925, 20.1 per- 
cent; in 1926, 19.5 percent, and in 1927, 
32.8 percent. 


Detroit Wins Contest 


During the past year a spirited con- 
servation contest conducted among the 
branch offices of the Lincoln National 
Life was won by the Detroit branch. 
The Cleveland office finished second and 
the Fargo, N. D., office finished third. 
The positions were judged upon the ac- 
tual percentages of lapses of the various 





offices less reinstatements. 








\ COLL: 


SIXTY-SIXTH ANNUAL STATEMENT BY THE 






Lire INSURANCE COMPANY 


OF BOSTON, MASSACHUSETTS 


SUMMARY AS OF DECEMBER 31, 1928 










45 Millions Increase in Assets. This is growth in policyhold- 
ers’ property, which now has a total value of $496,171,706.51. 
Liabilities to be deducted (policy reserve required by law to 
mature policies; reserve to pay all accrued dividends held for 
policyholders and additional dividends payable in 1929, with all 
other liabilities) total $457,503,922.71. 

This leaves Surplus Funds of $38,667,783.80. 


3814 Millions Surplus adds to the security of the reserves, is 
an additional assurance of safety, and makes the policies so 
much more secure—as good as any bonds. Unquestionable 
strength of resources is the rock upon which all real insurance 
is built. 


3 Billion Dollars Outstanding Insurance. 6,500,000 contracts 
covering over 4,200,000 policyholders. Ten years ago the Com- 
pany had approximately One Billion of outstanding insurance. 
The new 3 Billion record for 1928 shows the great growth of the 
last decade. 


81% Gain in Additional Insurance. New paid-for insur- 
ance written in 1928, together with revived and increased insur- 
ance, attained a new high figure of $650,731,723. 


540 Millions Paid Out on Policies. This is the enormous sum 
paid out in 66 years by this Company to beneficiaries and policy- 
holders: in 1928 alone the sum so paid was $56 .93; aver- 
age payment per working day $187,543. 

Total of such payments in 66 years—over $540,000,000. 


Reduction in Cost. There has been a reduction in general 
annual cost to policyholders during the past seven years, while 
in the same period the Company has doubled in size and finan- 


cial resources. 
WALTON L. CROCKER, President. 
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Just After Its Year 
of Greatest Progress 




























—this Company is establish- 
ing new records of production 
month by month. Splendid op- 
portunities in nine Pacific 
Coast and Rocky Mountain 
States for industrious men 
with good records. Direct 
Home Office contracts that 
give you all you earn. 


CALIFORNIA STATE LIFE 
INSURANCE COMPANY 


J. ROY KRUSE, President 
JAMES H. COLLINS, Supt. of Agencies 


Home Office: Sacramento 
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MALCOLM ADAM DEVISES 
“Snlit-Second Service”’ 


Mr. Adam is Supervisor of Applications and Death 
Claims of the Penn Mutual. He is the deviser of our 
famous Split-Second Service. 


Life insurance, in Chicago, like every other business, 
is at fast tempo. The delaying underwriter loses. And 
the company of slow routine is shunned. That’s why 
the Penn Mutual maintains this super-efficient service. 
Home Office and agencies are close as hand-in-glove, 
with every finger fitted, and the thumb. 


These are our General Agency Offices—any one of them will 
be glad to demonstrate what speed can be 


Alexander E. Patterson, 120 S. La Salle St...... Franklin 7575 
Stumes & Loeb, 112 W. Adams St............. Randolph 0560 
W. A. Alexander & Co., 134 S. La Salle St........ Main 5100 


Wm. A. Law, President 
Wm. H. Kingsley, V. Pres. Hugh D. Hart, V. Pres. 


THE 


PENN MUTUAL LIFE 


INSURANCE COMPANY 
PHILADELPHIA, PA. 


INDEPENDENCE SQUARE Founded 1847 








WANTED— 
A MAN! 


Possessing the following qualifications: 


AGE 35 or over, seasoned and a pro- 
ducer. 

THREE years of life insurance experi- 
ence. 

Must be personally acquainted with at 
least 25 life agents. 


TO HIM— 
WE OFFER 


—The Highest commission for low cost 
participating insurance. 

—The services of an experienced field man, 
to help him in the field, appointing 
sub-agents, giving sales helps and to 


“PUT HIM OVER” 
Over $100,000,000 in Force 


We are particularly interested in Missouri men. 
Write fully. We will not check references until 
after interview. 


Address K96, care The National Underwriter 

















INSURANCE STOCK | 
| QUOTATIONS | 








Furnished by H. W. Cornelius & Co., 
10 S. La Salle St., Chicago 


Div. per 
Stock Par Bid Asked Share 
Abraham Lincoln 20 32 . 1.20 
Aetna Cas....... 100 1900 eee 12.00 
Aetna Life...... 100 1420 1440 12.00 
Agricultural Life 50 65 75 — 
Amer. Central... 100 700 oes 8.00 
Central Life, Ill. 20 37 43 1.60 
Centr. States L. 5 33 36 90 
Centr. West Cas. 50 60 ion 2.00 
Chgo. Nat. Life. 10 20 pee al 
Columb. National 100 445 ee 8.00 
Conn. General... 100 2275 2350 24.00 
Conserv. L, Ind. a 10 oes . 
Constitu. Indem. 10 29 32 
Continental, ‘Ill.. 10 84 88 1.80 
Continental Cas. 10 65 67 1.60 
Continental, Mo. 10 21 25 ase 
Des Moines L.&A. 10 10 <s .30 
Detroit Life..... 50 145 155 6.00 
Federal Life..... 100 aires — 10.00 
Fidel. & Cas..... 25 174 179 5.00 
Grange Life..... 50 rey ae 7.50 
Gt. Amer. Cas... 25 15 20 iced 
Gr. Northern L. 50 125 135 6.00 
Hudson Cas..... 5 9 il 10 
Independ. Indem. 10 24 26 50 
Inter-Southn. L. 1 5.45 &.65 ... 
Life Co. of Va.. 20 185 195 ace 
Lincoln National 10 132 137 me 
Lloyds Cas...... 10 148 153 5.00 
Md. Casualty.... 25 148 153 5.00 
Manhattan Life. 50 160 cas 16.66 
Mo. State Life... 10 86 88% 1.20 
National Cas.... 10 40 44 1.20 
Montana Life... 10 16% ... .80 
National Cas.... 10 40 44 1.20 
New Amster. Cas. 10 84 87 2.90 
N. Century Cas... 50 axe eee 5.00 
New World Life. 10 14% 15% .80 
New York Cas... 25 88 93 4.00 
No. Amer. Life... 50 185 200 10.00 
Northern St L... s 12 16 .64 
Ohio National... 10 40 1.00 
Old Line Life... 10 or ee 1.50 
Pacific Mutual... 10 114 117 2.00 
Pan American... 10 32 35 1.20 
Peoria Life...... 10 50 one 1.60 
Philadel. Life... 10 26 29 .60 
Postal Life..... 10 14 eis .50 
Preferred Acci.. 100 525 550 12.00 
Reliance Life.... 100 185 ase 6.00 
Security Life.... 10 wins an .60 
Shenandoah Life 10 32 36 .80 
Standard <Acci... 50 325 375 6.00 
ess «oes 100 2440 2490 25.00 
Travelers ....... 100 1905 1920 22.00 
Union Central... 20 33 can 1.20 
ee GA EO cc ccece 30 30 


Wisconsin Natl. 10 24 “31 1.00 


COMPANY LOSES IN ITS 
DOUBLE INDEMNITY SUIT 





The New York Life lost in the case 
brought on appeal to the United States 
circuit court of appeals at Chicago, the 
court reversing a verdict returned by a 
jury in the lower court refusing double 
indemnity payment to the widow of 

G. Gits, Oak Park, Ill, manufac- 
turer. Mr. Gits died Feb. 19, 1920, af 
Estes Park, Colo., as the result of an 
airplane accident. The New York Life 
paid $10,000 to the widow but refused 
to pay the additional $10,000 as double 
indemnity which was provided in case 
of accidental death. The company held 
that Mr. Gits was engaging in aero- 
nautic activities when he was killed. 
Judee Alschuler, in handing down the 
opinion, states that a citizen who takes 
an occasional ride in an airplane can- 
not be classified as one engaged in aero- 
nautic operations. 


Important Disability Case 


Refusal of the United States Supreme 
Court to review the case of Minnesota 
Mutual Life vs. Marshall results in af- 
firming a judgment against the company 
in an interesting case on the disability 
clause and the provision of grace in 
payment of premiums. A premium be- 
came due Oct. 14 and the grace period 
ran to Nov. 14. The premium was not 
paid. On Nov. 16 the assured, who was 


a bachelor living alone on his farm, stag- 


gered to his father’s house and died 
shortly thereafter. Evidence concerning 
his unfed stock and the conditions about 
his home was offered from which the 
jury might find that his disability began 
before the expiration of the grace period. 
The contention of the company was that 
the disability clause became operative 
only upon proof of disability, and fur- 
thermore, that it provided only for 
waiver of premiums “thereafter becom- 
ing due.” 





April 19, 192 


JUDGING 





SUCCESS 





The success of a life 
insurance company is 
judged by its financial 
statement. But it takes 
more than a_ financial 
statement to bring that 
success about. It takes 
more than able manage- 
ment, attractive policies 
and sound investments. 





It takes results in the 
field. 






The agents are the men 
who make a life insur- 
ance company. A com- 
pany’s success depends 
upon the success of its 
agents. They must pro- 
duce business. To do 
justice to 
themselves, 
their clients, 
and the com- 
pany, they 
need the right 
kind of home 
office co-opera- 
tion. 

















COMM ON- 
WEALTH 
Cordial Co-op- 
eration is co- 
operation that 
helps the agent 
produce  busi- 
ness. It en- 

ables him to 

serve his cli- 

ents to their 

satisfaction. It 

increases his 
opportunities to show 
consistent progress in his 
work and contribute to 
the greater success of his 
company. 












COMMONWEALTH 
LIFE INSURANCE C0. 
LOUISVILLE, KY. 
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LIFE INSURANCE EDITION 





Interesting Study 
Made of Policies on 
Old Policyholders 


ASTUARY SHERMAN C. KAT- 
TELL of the Lincoln National Life 
has completed a most interesting study 
for the benefit of the men in the field 
concerning the policies written by them 
on the lives of old policyholders. Almost 
invariably these new policies on the lives 
of old policyholders are nearly 100 per- 
cent larger than the average sized policy 
written. It is also interesting to note 
that this size is increasing. Mr. Kattell’s 
study shows that policies written on the 
lives of old policyholders for February 
this year are approximately 20 percent 
larger in size than even the larger size 


policies written on the lives of old 
policyholders in previous years. He 
stated also that the percentage of the 


number of policies written on the lives 
of old policyholders to the total num- 
ber is increasing. In February this per- 
centage was nearly 50 percent greater 
than in previous years. 


TELLS ABOUT STUMES & LOEB 


Penn Mutual Life Speaks of 
Achievements of Its General 
Agents in Chicago 


the 


The Penn Mutual “News Letter” in 
its current edition has some comment 
to make on the Stumes & Loeb general 
agency at Chicago. 


Stumes 





have demonstrated in agency building. 
After operating as partners for many 
years and establishing enviable records 
as personal producers, they accepted a 
Penn Mutual appointment as general 
agents in Chicago on Dec. 1, 1924. Dur- 
ing the year they built the production 
of their new agency up to $6,500,000. 
Then they stepped immediately into an 
eight million production, then eight and 
a half, then ten and a half millions during 
1928. This year, at their present rate, 
their agency will pay for an 
of a million a month. 

“When they established their agency 
they were equipped with an office and 
furniture and plenty of ambition. $y 
last year they had carefully acquired 
23 producing agents and had piled up 
over $235,000,000 of business in force— 
business that sticks and stays! 


average 


“Mr. Loeb enjoys the distinction of | 


several times having been described in 
the ‘World’ of New York by F. P. A., 
the famous colyumist, as ‘the greatest in- 
surance man in Chicago.’ F. P. A. 


and | 


Mr. Loeb were old friends in Michigan, | 


years ago, and this friendship has been 
maintained. . Mr. Loeb is an 
siastic horseman, loving the saddle de- 
votedly. He has an iron horse in his 
apartment, on which each morning he 
rides to readiness for the fray. 

“Mr. Stumes’ hobby is pezzimizm, a 
virulent variety of chronic pessimism 
that vastly entertains the home office 
when he calls. At the very peak of pro- 
duction of his agency’s biggest month, 
he will groan about the decadence of life 
insurance and of the world in general. 
Then he will go home and give the 


enthu- | 





| Issue New Edition oe “me. 
of ‘‘Life Insurance,”’ 


| 


Book by J. B. Maclean | 


NEW and completely revised edi- 
tion of “Life Insurance,” by J. B. 
Maclean, assistant actuary of Mutual 
Life of New York, has recently come | 


off the press. 

The important changes in company 
practice, especially in regard to disabil 
ity benefits and group insurance, 
the extensive developments of  thes« 
branches of the life insurance business, 
as well as other changes had made a 
revision necessary. Chis opportunity 
was taken to bring the entire book up 
to date in all respects. 

In many instances, a more extended 
discussion of certain subjects has seemed 
desirable, such as for example, the in- 
vestment phase of life insurance. Many 
who now have the old edition will want 
copies of the revised book just issued. 

Maclean’s “Life Insurance” is an ex- 
position of the principles and practices 
of sound life insurance, sufficiently com- 
plete to give a clean conception of the 
business as a whole but not so exhaust- 
ive as to be of use only to the specialist. 
It is used in connection with a number 
of the company correspondence courses 
in training agents. 

Copies may be obtained by addressing 
The National Underwriter Company, 420 
East Fourth street, Cincinnati, O. Single 
copy price, $4. 


John Hancock Mortgage Loans 


and | 





15 


properties $6,313,900, to yield 5.73 per 
cent 


Honored by Government 
George H. Van Buren of the Met 


ropolitan Life has been named by the 
Department of State as a member of 


the American delegation to the interna 
tional conference to be held in Paris 
next October to consider the revision 


of international classifications of the 


causes of death. 


Lamble With American Life 


Alphonse E. Lamble has been ap- 
pointed agency manager of the Amer 
ican Life of Detroit. He started his 
insurance career 15 vears ago in south- 
ern Indiana as organizer for the New 
York Life. Then he was made agency 
director with headquarters at Grand 
Rapids, serving in that capacity until 
July of last year, when he was trans- 


ferred to the Detroit branch as assis- 


tant manager. 

Companies Are Combined 
Mutual Life of Chicago 
has taken the Pyramid Insuran<« 
Company, which has writing acci- 
dent and health insurance. The Pyramid 
Mutual Life now writes life, health and 
accident 


The Pyramid 
over 


been 


Life Notes 


The Metropolitan Life has written a 
group policy for the Sinclair Consoli 
dated Oil Corporation About 10,000 em 


ployes of the Sinclair Oil Company and 


subsidiaries are covered. 


The Nebraska house has killed the bill 























The paper says: 

“Two of our leading general agents/ record another boost; folluwing it in a : , introduced to make more difficult the 
in one of our leading agencies cele-| month or so with another moan and an _A slight increase in average interest ee ae pd 
brated their birthdays in March only a} other stiff gain. Thoroughly disheart-| yield is indicated by the mortgage loan R. W. Gilchrist, Cincinnati general 
few days apart. These gentlemen are] ened because Stumes & Loeb are do-| acceptances of the John Hancock Mu-| agent of the Lincoln National Life, has 
Charles B. Stumes and Arthur A. Loeb | ing the most brilliant business in their | tual Life in March, which amounted to | moved into new offices on the seventh 
of Chicago. Fenn Mutual or any other career, he | $3,736,650, to yield an average rate of oor . #&. — ee ee” one 

“In the short time they have been] has started for Europe, to forget the | 5.58 percent. e personnel of his agency. : 
with our company they have made the] pride with which the home office re- This makes a total of such loans ac- Frederick H. Ecker, president of the 

& Loeb agency command the} gards these two partners and their | cepted since Jan. 1 of $10,683,392, on} Metropolitan Life of New York was 
attention not only of Chicago, not only | agency. and the solid prestige they en-| which the yield is 5.51 percent. Of —_ oy 4 elected to fill the vacancy 

° = _— ° — ; : . ’ : hs . o n the executive committee of the Asso- 
of our company, but of all companies, | joy in the life insurance world. He will} these loans $4,369,492 were on 647] ciation of Life Insurance Presidents 
owing to the remarkable ability they! return anon.” farms, to yield 5.2 percent and on city | caused by the death of Haley Fiske. 

Jack Hattiesburg 

‘ M i 

An attractive General Agency opportunity will be open 

in each of the above places early in 1929 for the right men. 

The Company—$160,000,000 of Insurance in Force— 

Assets $18,000,000 — purely mutual — growing — and 

having the most definite aids for selection, education 

training and supervision of agents. 

INSURANCE COMPANY | 

Saint Paul, Minnesota 
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Rated “EXCELLENT” by “Best.” 


Territory Open in 


Low Rate Non-Participating Life Policies 
Up-to-Date Health and Accident Policies 


Both on Annual and Monthly Payment Plan 


Mich., Ind., Ill., Minn. and Wis. 


Real general agent’s contract 


with exceptional renewals 


—— 
————— 
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OSH KOSH\W/WISCONSIN 


"INSURANCE 


LIFE ACCIDENT: AND: REALTF1 














A YEAR OF 


SIGNIFICANT PROGRESS 


tT ie 


Increase in Amount 


of Average Policy 


in 1928 


HOME LIFE INSURANCE COMPANY 


OF NEW YORK 


ETHELBERT IDE LOW, 
President. 





JAMES A. FULTON, 
Agency Vice President. 




















INTENSIVE CAMPAIGN 
RESULTS IN BIG TOTAL 


GREAT RECORD IN ORDINARY 


Western & Southern Life Division E 
Under Director of Agents Head 
Wrote Large Volume 


One of the greatest campaigns for 
ordinary production by a single divi- 
sion was conducted in Division E of the 
Western & Southern Life in charge of 
H. Thomas Head, director of agencies, 














H. THOMAS HEAD 


during the week of April 8. Division E 
is composed of districts in Chicago and 
nearby cities in Illinois and Indiana. A 
total of $2,500,000 was written for the 
week—more than $5,000 per man. This 
is the largest volume of new ordinary 
business ever produced on a per-man 
basis by any Western & Southern divi- 
sion, 


NEWS OF THE PRUDENTIAL 
Number of Promotions Have Been An- 
nounced, Resulting in Advancement 
of Some Deserving Men 





John H. Neabor, formerly assistant of 
the Prudential at Flushing, L. I. has 
become superintendent of Maspeth, 
Long Island, district. He was appointed 
an agent at Elizabeth, N. J., May 17, 
1920. He was made assistant Dec. 3, 
1925. Rockville Centre, an important 
Long Island community, formerly de- 
tached from Hempstead, has been made 
a superintendency. John M. Varney, 
formerly an assistant in the Hempstead 
district, is appointed superintendent. 
He joined the Far Rockaway staff as an 
agent, June 28, 1915. Monessen, Pa., for- 
merly a detached assistancy of Wash- 
ington, Pa., has been made a superin- 
tendency. W. R. Bedillion, assistant at 
Carleroi, detached from the same dis- 
trict, is made superintendent. Greens- 
burg, formerly detached assistancy of 
the Washington, Pa., district, has been 
made a superintendency. Superintend- 
ent Charles S. Mears was transferred 
from McKeesport to Greensburg in the 
same capacity. William P. Kistler was 
promoted from assistant supperintend- 
ent and placed in charge of the McKees- 
port district. He started with the com- 
pany in 1918 at Belle Vernon, Pa. He 
was made assistant Nov. 14, the same 
year. 

William E. Todd, formerly an inspec- 
tor, is made superintendent of Norfolk, 
Va. He worked as an agent and assist- 
ant in the Baltimore district until 1917. 
Then he was made an inspector and 
assigned to division K. When division 
M was organized he was transferred to 
that territory. 


Clarendon F. Snyder, agent at Eau 
Claire, Wis., with the Albert E. Mielenz 
general agency for the Aetna Life in 
Milwaukee, has been appointed to a su- 
pervisoryship in southwestern Wiscon- 
sin, located at Madison, and covering the 
surrounding counties in the development 
of Aetna life, accident and group lines. 





= 
A PURELY MUTUAL 
ComPANy / 


If You Have Knocked 
the “‘T” Out of ‘‘Can’t” 


WE CAN GIVE 


1. You a liberal first year commission, 
2. An unexcelled renewal commission, 
3. Your beneficiary a renewal pension, 








ATTRACTIVE 
GENERAL AGENCY 
CONTRACT 
TO THE RIGHT MAN 


In city of over half million 
population. Now open. 

Exceptional opportunity for a 
live producer to make at least $500 


per month, under a liberal General 
Agency contract and at the same 
time 


BUILD UP A 


PERMANENT INCOME 
For Old Age or his de penden 


If you can qualify for this oppor- 
tunity, give full details of all past 
business connections in your first 
letter, which will be treated as 
confidential. 


W. C. C. Ctitmbus, 0. 








For Every 
TYPEWRITER Need 


O matter what 

your typewriter 
requirements may be 
there is an Under- 
wood that will fill 
your needs. For fur- 
ther information 
phone the nearest 
Underwood office. 


General Offices: 342 Madison 
Ave., New York, N. Y. 


UNDERWOOD 


Speeds the World’s Business 

















A REAL OPPORTUNITY AT 
DAYTON, COLUMBUS AND 





and builder for the position of Man 
ager. Write fully, in strictest confidence t? 
the The Toledo Trav 
elers Company, Toledo, 




















19, 1929 
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_ HOLCOMBE PRESENTS PERSONAL CHECK-UP 
QUESTIONNAIRE FOR INSURANCE MEN 








N his talk before the Connecticut In- 
| surance Day life session, John Mar- 

shall Holcombe, Jr., manager of the 
Life Insurance Sales Research Bureau, 
presented a suggested personal check-up 
questionnaire which an agent had found 
useful to himself and had passed on to 
the bureau for others. It was as fol- 
lows: 

1. Are you paying your bills and 
showing a “saving” profit out of your 
first-year commission? 

2. Are you saving your renewals as 
your permanent estate, or are they slip- 
ping through your fingers for current 
expenses? 

3. Are you out of debt to your com- 
pany or general agent? 

4. What is your renewal rate on your 
first-year business? If you don’t know, 
why don’t you? 

5. Are you a leader in high percent- 
age of cash with application? 

6. Do you answer company mail 
promptly and keep your detail up? 

7. Do you systematically plan your 
day’s work in advance and then adhere 
to that plan? 

8. Do you know your average-sized 
policy? Your average premium? 

9. Have you a sales portfolio? 

10. Over a period of years, is your 
paid-for volume on the increase? 

11. Are there many people in your 
town that think of you as their insur- 
ance man? 

12. Are you active in civic and com- 
munity affairs? 





13. Are you a member of an under- | 


writers’ association? If not, why not? 

14. Do you know and live up to the 
working rules of your company, or does 
the cashier have “to chase” you to get 
your work done right? 

15. Are you loyal to all your organ- 
izations and superiors? 

16. If you have a grievance do you 
tell all the other agents before you tell 
your general agent? 

17. Do you say good things or noth- 
ing about competitors? 

18. Have you brought any new men 
into your company’s service? 

19. Does your boy think well of the 
life insurance business? 

20. Do the others in the business 
speak well of you? 

21. Are you seeing your policyholders 
on their age changes? 

22. Are you converting your term? 

23. Do your policyholders get better 
service than they are entitled to? 





24. If a client left this entire life in- 
surance program up to you, would he 
be pleased with all the results? 

25. Does every one of your policy- 
holders know—from you—the dangers 
of lump sums? 

26. Do you consistently follow any 
plan of self-improvement? 

27. Do you subscribe to any profes- 
sional magazines? 

28. Are you abreast of such modern 
movements as co-operation with trust 
officers, etc.? 

29. Do you attend sales congresses 
and conventions or are they “the bunk”? 

30. Is your sales talk any better than 
it was three years ago? 

31. Can you overcome your own 


32. Is your appearance, your conduct, 
your vision a credit to the business? 

33. How many insurance books have 
you read this year? 

34. Are you carrying adequate per- 
sonal insurance? 


PITTSBURGH UNDERWRITERS 
WILL HEAR PHILIP BURNET 


Pittsburgh.—The Pittsburgh associa- 
tion is planning a large meeting to be 
held at noon April 25. It will be ad- 
dressed by Philip Burnet, president of 
the Continental American Life of Wil- 
mington, Del, on “How an Average 
Salesman Can Build an Income of 
$25,000 a Year.” A feature of the meet- 
ing will be the election of 113 new mem- 
bers into membership. Ninety-seven of 
these new members came in as a result 
of a recent two and one-half day’s sales 
congress, directed by Dr. Charles J. 
Rockwell, which was an outstanding 
success in the history of the Pittsburgh 
association. The Peoples Savings & 
Trust Company of Pittsburgh has been 
presenting an extensive course in trust 
functions to a class of about 220 life 
underwriters. The course is under the 
personal direction of Gwilym A. Price, 
trust officer of the Peoples Savings & 
Trust. The course covers subjects of 
wills, intestate laws, administration of 
estates, inheritance and estate taxes, the 
relation of taxation to life insurance, 
business life insurance trusts and per- 
sonal life insurance trusts. The tenth 
and last class of this trust functions 
course will be held April 22. 

This is the third trust functions 
Course which has been given to Pitts- 
burgh life underwriters during the past 
two years. The courses have been emi- 
nently worthwhile to the life under- 
writers, for it gives them a working 
knowledge of this important field. 





$3,362. 


policy was even larger. 


in thirty-nine states. 





THE AGENT PROSPERS 
ACCORDINGLY 


In 1927 the average policy under all plans was 
From May 1, 1928 to date the average Low Rate 
Life Policy was $9,438. The average low rate term 


Fidelity Agents 
Prospered Accordingly 


In addition to these modern selling tools, Fidelity 
offers a very productive lead service, close Head Office 
cooperation, and a live-and-let-live contract available 


Write for. booklet 


he FIDELITY MUTUAL LIFE 
INSURANCE COMPANY 
PHILADELPHIA 


WALTER LEMAR TALBOT, President 


“What’s Ahead” 








INSURANCE STOCKS 


Bought—Sold—Quoted 


AN 
P:W. CHAPMAN & CO, INC. 


Insurance Stock Department 
115 W. Adams St. 42 Cedar Street 
CHICAGO NEW YORK ~ 























$75,000,000 IN MICHIGAN 


Concentration of activities in a limited territory— 
maintenance of a personal interest in every Detroit Life 
salesman—constant, conscientious service to Detroit Life 
policyholders. 

These have been some of the factors resulting in over 
$75,000,000 of insurance in force on the lives of Detrom# 
Life policyholders in Michigan. 

To salesmen who contemplate entering the life m- 
surance business and others voluntarily seeking a new 
opportunity, we shall be glad to outline the opportunities 
we can offer in Michigan territory. 


DETROIT LIFE 


INSURANCE COMPANY 


“The Company of Service’’ 


A Division of Insurance Securities Company, Inc. 
M. E. O’Brien, President 


Home Office: Park Ave. at Columbia, Detroit, Mich. 























OPPORTUNITY! 


Desirable Territory Open for General Agencies. 
Liberal Contracts. 


THE CAPITOL LIFE 


Insurance Company 
DENVER, COLORADO 
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Two Notable Men as Directors 


THERE have been two outstanding men in 
public life elected to boards of directors 
of life insurance companies. Former Gov- 
ernor ALFrep E. Smiru of New York, who 
was Democratic candidate for president in 
the recent election, was elected a director 
of the MerropotiTaAn Lire and later the 
ConsoLipATED InpEMNITY of New York. 
Former President Carvin COoo.ipcEe be- 
comes a director of the New York Lire. 


It seems to us that these are particularly 
pleasing elections to life insurance boards. 
Both men are sincere, earnest and are the 
soul of integrity. They fit in particularly 
with life insurance administration. Men 
of this type will add much to life insur- 
their intimate 


ance service because of 

touch with public affairs and their knowl- 
edge of the needs of the American 
people. 


Some Convention Suggestions 


In one of the Kansas City papers an 
editorial was printed on “How to Bet- 
ter Conventions.” Inasmuch as the con- 
vention season will start soon, it might be 
well to study the suggestions made and 
see if some of the insurance meetings 
can be improved. ‘This editorial reads: 

“In the March number of ‘Nation’s 
Business,’ Seto DUNHAM, a veteran press 
correspondent, has an interesting article 
on what is wrong with conventions. No, 
he is not discussing the primary as a 
substitute. It is not that kind of con- 
ventions he finds so oppressive. It is 
the kind that every city worth while 
goes to the trouble and expense of main- 
taining a bureau to land. 

“Mr. Dunnam knows them all from 
experience. He has attended them in 
series, from the opening session to the 
monotonous ‘banquets. He opposes the 
standardized menu. for banquets. He 
thinks that a feed would be better. Even 
a beefsteak would be a relief. He might 
have gone even so far as to suggest ham 
and. 

“Much of his space is devoted to the 
speakers, chosen because of their promi- 
nence along any line except speech mak- 
ing. They seldom ‘thave anything to say 
appropriate to the convention and if 
they have they insist on reading papers 
without knowing how to read. Or they 


tell old stories, illustrating nothing in 
particular. 

“Mr. DunHAM prescribes remedies. He 
would have a short time limit and en- 
force it. He would pick speakers who 
can be interesting about a subject of real 
interest for the occasion. He would pro- 
voke oratorical participation by banquet- 
ers, giving them one or two minutes 
each. 

“He would also have a ladies’ com- 
mittee that could devise some form of 
entertainment except sightseeing drives 
or games of bridge. 

“He would dispense with the loads of 
literature with which visitors stuff their 
pockets until they reach their rooms at 
the hotel, when they cast the burden on 
the maids that clean up in the morning. 
A brief, snappy review of the conven- 
tion, put into pamphlet form and mailed 
to the home addresses of the visitors, 
after they have reached home, is sug- 
gested as a substitute. 

“It is too much to expect committees 
to make all these reforms. Nor can men 
who imagine they are proficient at pub- 
lic address be undeluded. But the sug- 
gestion that each try to draw his illus- 
trations from his own experience may 
have some effect. It would add to the 
stock, which has become terribly shop- 
worn,” 


Should Provide for Demands 


AN interesting financial advertisement 
has appeared recently signed by Harris, 
Forses & Co., and E. H. Rotuins & Sons, 
both investment houses, offering for sale 
$9,500,000 five-year 6 percent sinking fund 
gold notes given by the estate of Henry 
E,. Huntincron. The estate of Mr. 
HUNTINGTON was appraised at more than 
$42,000,000. All of the proceeds derived 
from the sale of these notes will be used 
to pay the balance due on the federal es- 
tate tax and the California state inherit- 


ance tax, both of which are large sums. 

This advertisement can be used to good 
effect by life insurance men in showing 
how through the medium of life insur- 
ance provision can be made to take care 
of all death obligations, estate taxes, or 
what not. This would relieve the estate, 
therefore, of any sacrifice sale, issuing of 
notes or resorting to any other plan to 
raise money which must be forthcoming 
at once when sudden, heavy demand is 
made. 











PERSONAL GLIMPSES OF LIFE UNDERWRITERS 








Edgar C. Fowler, 
agent of the New England Mutual Life, 
gave a ‘linner to the men in his agency 
and their wives Tuesday night i in honor 
of having completed 40 years’ continu- 
ous service in life insurance, 13 of which 
have been as general agent of the New 
England Mutual in Chicago. Mr. Fow- 
ler also was celebrating his 56th birth- 
day anniversary on that day. There 
came to the anniversary banquet at the 
Union League Club, Secretary Frank T. 
Partridge ard Assistant Agency Super- 
intendent Earl Brailey from the nome 
office, General Agents Wilson Williams 
of New Orleans, Henry Thomas from 
Louisville, Edward W. Allen from New 
York City, A. L. Saltzstein from Mil- 
waukee and Julius H. Meyer, the other 
general agent in Chicago. The visitors 
all spoke in tribute to Mr. Fowler. He 
presided over the deliberations. The 
General Agents Association of the New 
England Mutual Life sent a mammoth 
bouquet with 56 iris as a base, indicative 
of Mr. Fowler’s birthday anniversary. 
There were 13 large roses at the top 
representing the number of years that 
he has represented the New England 
Mutual Life and 27 red rambler roses 
below representing, as Wilson Williams 
said, who made the presentation, the 
years of Mr. Fowler’s rambling in life 
insurance. Mr. Williams also read a 
letter of congratulations and good 
wishes from the president of the General 
Agents Association. Arthur L. Miller 
of the Chicago agency staff, on behalf 
of his associates and the employes of 
the office, presented Mr. Fowler with a 
magnificent watch. Messrs. Partridge, 
Williams, Thomas, Saltzstein and Allen 
also presented him with a large loving 
cup. Mr. Fowler is held in very high 
esteem by his agency and his associates 


in the New England Mutual. The 
whole affair was a brilliant one. Mrs. 
Fowler and the two daughters were 
present to add to the festivities. 
Charles P. Butler of Syracuse, N. Y., 


has been appointed counsel for the New 
York insurance department. He _ has 
been prominent in politics, is a graduate 
of Vermont University and Cornell, he 
is Democratic district chairman and has 
a large law practice. 

David Franklin Houston, president 
of the Mutual Life of New York, was a 
recent visitor at the Richmond, Va., 
office of the company. He was warmly 
welcomed by Manager S. B. Love and 
other members of the office force. Mr. 
Houston was on a motor trip, visiting 
points of historic interest in Virginia 
with members of his family. 


E. Jj. Shellentrager of Pittsburgh, 
star salesman for the Reliance Life, is 
still confined to a hospital at Washing- 
ton, D. C., as the result of a serious 
automobile injury that he received while 
touring in North Carolina. Mr. and 
Mrs. Shellentrager were on their way to 
Norfolk.- Mrs. Shellentrager was at the 
wheel. The car ran off the road and in 
the attempt to get back it overturned, 
severely injuring both people. Mr. Shell- 
entrager was the more seriously injured. 


A. W. Williams, head of the Ohio 
Valley News Service at Louisville and 
well known insurance newspaper corre- 
spondent, has been appointed a colonel 
on the staff of Governor Sampson of 
Kentucky. He is an aide-de-camp. This 
appointment is in recognition of Mr. 
Williams’ commercial, industrial and 
technical reporting for the trade press 
and thus aiding Kentucky progress. Mr. 
Williams is a correspondent of THE 
NATIONAL UNDERWRITER. 


R. O. Miles, prominent Los Angeles 
personal producer a few years ago with 
the Aetna Life, later with the New 


York Life, and general agent at San 
Francisco for the Connecticut Mutual 
years ago, died at his home in 


Life 12 


Chicago general 














MILES 


R. O. 


Los Angeles after a brief illness. About 
five years ago Mr. Miles suffered a ner- 
vous breakdown in consequence of 
which he was forced to retire from ac- 
tive work. More recently his health had 
greatly improved, but the evening pre- 
ceding his death he experienced a cer- 
ebral hemorrhage and died without re- 
gaining consciousness. 


Harry C. Finch, general agent of the 
Equitable Life of Iowa at Northwood, 
Ia., is confined to St. Mary’s hospita’ 
Rochester, Minn., suffering from gan- 
grene infection of the foot. 


The Maizeland Press of Des Moines 
announces the publication of a new 
hook, “Merged Blood,” by Jay G. Sig- 
mund of Cedar Rapids, Ia., who spends 
most the business period of the day in 
guiding the agency department of the 
Cedar Rapids Life, of which he is vice- 


president. Mr. Sigmund, however, takes 
up writing as an avocation. He has 
published some books of poetry that 


have taken high rank. The new book 
will be out about May 1, and in addition 
to the title story will have eight or ten 
other tales of the middle west. Mr. 
Sigmund is an arresting writer whose 
poems and stories are largely devoted 
to depicting life in the central west, 
with which he has been so intimately 
acquainted and which he depicts wit! 4 
sympathetic understanding. The price 
of the new book is $2.50. 


Harry F. Berls, one of the agency 
managers of the Equitable Life of New 
York in Chicago, and Miss Marjorie 


Bowyer were married recently at Pev- 
erly Hills, Cal. Mr. and Mrs. Berls are 
on a honeymoon in Honolulu. They will 
spent a short time in Hollywood, the 
home of the bride’s mother. Mr. and 
Mrs. Berls will reside at the Belden- 
Stratford hotel in Chicago. 

Richard C. Budlong, publicity director 
of the Northwestern National Life of 
Minneapolis, and Mrs. Budlong an 
nounce the arrival of Richard Clarke 


Budiong, Jr. Mr. Budlong was for: 
on the editorial staff of THe ‘¥": 
Unperwriter. He is a son of E. C. [Dud- 
long, vice-president of the Federal! 


James L. Rainey, agency super’! 
of the Missouri State Life for the !ast 


five years, has resigned. He is a very 
forceful and tireless worker. He has 
been specializing on accident and health 
production. He is thus an all-r round 


man in agency work having to deal with 
life, accident and health insurance. He 
has not made any plans for the future. 
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LIFE AGENCY CHANGES 

















ORGANIZES LIFE DEPARTMENT 


O. C. Miller, Former Central Life Presi- 
dent, Heads New Unit of Olmsted 
Agency at Des Moines 





Olmsted, Inc., of Des Moines has filed 
articles of incorporation for a third unit 
of its general insurance agency, under 
the name of Olmsted, Inc., Life Agency. 
O. C. Miller, former president of the 
Central Life of Des Moines, will head 
the new department. George H. Olm- 
sted, vice-president and manager of 





0. C. MILLER 


Olmsted, Inc., will be secretary-treas- 
urer of the life agency. Mr. Miller will 
be president. 

The organization of the life agency 
gives Olmsted, Inc., facilities for writing 
all kinds of insurance. The new unit 
s capitalized at $50,000. 


LABOUNTA HAS TWIN CITIES 


Penn Mutual General Agent in Min- 
neapolis Has Had St. Paul Added 
to His Field 





Leon W. LaBounta, promoted by the 
Pen Mutual to its general agency in 
Minneapolis a year ago, by removal 
trom Kewanee, Ill, has now had St. 
Paul added to his responsibility, and will 
maintain fully equipped offices in both 


cit Mr. LaBounta is a young man 
wh rise in the Penn Mutual has been 
Drilant. He has uncommon executive 


al rganizing ability, is a devotee of 
intensive cultivation of territory, and an 
rent of the modern method of thor- 
training and supervising of agents. 
inclusion of St. Paul under his man- 
Ag nt is pursuant to the Penn Mu- 
tu practice of making promotions 
its own ranks. 
rman M. Reuterdahl, who has been 
mber of the St. Paul agency for 
time, has been appointed agency 
rvisor. Mr. LaBounta will have in 
thoroughly experienced associate. 





John L. Kelly 


n L. Kelly has been appointed 


re ger of the St. Louis agency of the 
ontinental Life of that city. He went 
to Detroit about two years ago to be- 


cone assistant manager for the Missouri 


State Life. He is a native of St. Louis 
a pent most of his life in that city. 
Le vas a division manager of the per- 
rin department of the Missouri State 
sue in 1924. Mr. Kelly will have 
charge of the St. Louis city agency of 


“i ies : . i 
the Continental Life with office at 609 


TRAVELERS NEW YORK SHIFT 





Number of Changes in the Metropol- 
itan District Have Been An- 
nounced by Company 





Several new faces are to be seen 
among the New York managerial ranks 
of the Travelers, some’ seven promo- 
tions and transfers being announced 
for greater New York. Harold W. 
MacConnell, a member of the home 
office agency organization, though lo- 
cated in New York, is now assistant 
manager of the branch office at 55 John 
street, the company’s largest branch in 
the country. Mr. McConnell has been 
in the business for over 20 years and 
for the past ten years has been with the 
Travelers as special agent, associate 
manager and then agency assistant in 
the home office department. He will 
now have charge of the brokerage de- 
partment. 

Arthur Sullivan, life manager at 
Indianapolis since 1926, becomes man- 
ager of the Brooklyn office at 130 Clin- 
ton street. Mr. Sullivan has been with 
the company since 1919, serving as spe- 
cial agent and assistant manager at 
Cleveland and, for the past four years, 
as manager at Indianapolis. He suc- 
ceeds Ralph J. Lathrop at Brooklyn, 
the latter having been called to the 
home office as assistant superintendent 
of agencies. 

Stephen Lounsbury, who has been 
manager of the 34th street branch, is 
made manager of group renewals at 55 
John street. He has been with: the 
Travelers since 1918, having had 25 years 
railroad experience prior to that. He 
has served the Travelers in New York 
as special agent, assistant manager, as- 
sociate manager and manager. 

Thomas W. Cole, manager at Sioux 
City, Ia., is transferred to New York 
as manager of the Madison Square office 
at 175 Fifth avenue. Mr. Cole joined 
the Travelers in 1924 as field assistant 
at Des Moines, was later appointed as- 
sistant manager there and in 1927 be- 
came manager at Sioux City. 

Clarence C. Cook, who has been as- 
sistant manager at Peoria, Ill., becomes 
manager at the 34th street branch, suc- 
ceeding Mr. Lounsbury. Mr. Cook had 
previous service with the. National Bu- 
reau of Casualty & Surety Underwriters, 
was later located at Cedar Rapids and 
with the Travelers has been field assist- 
ant and assistant manager at Cedar 
Rapids and Peoria. 

Sherrill A. Smith, assistant manager 
at the Columbus Circle branch in New 
York, is made manager of the branch 
at 560 Melrose avenue in the Bronx. 
Mr. Smith joined the Travelers in 1924 
as field assistant in Oklahoma City, be- 
coming assistant manager there in 1928. 
The same year he was transferred to 
New York, where he is now located. 

Richard B. Cummings is also a New 
Yorker who is transferred, going from 
the 42nd street branch where he has 
been a field assistant, to the Bronx 
branch at 560 Melrose avenue, where he 
becomes assistant manager. He has 
peen with the Travelers since the war, 
joining the 42nd street office after tak- 
ing the home office training course. 


Ernest P. Mauk 


Ernest P. Mauk has been appointed 
general agent for the Birmingham terri- 
tory by the Volunteer State Life. He 
succeeds W. I. Pittman. Mr. Mauk 
has had several years experience as man- 
ager and personal producer. His offices 
will be at 1301 American Traders Bank 
building. 


Charles Chamberlain, R. B. Barksdale 


Charles Chamberlain has been ap- 
pointed assistant manager in the Detroit 
branch office of the Travelers _ life, ac- 
cident and group departments. He has 








Arca building. 


been with the company for some time 


























Shields 


(Advertisement I of a series 


In ancient times the shield, used as defensive armor, 
‘“‘protected the body” and “secured from danger” 
those gladiators who were called to defend their 
Although aggressiveness was recognized as 
a factor of warfare, defense was also important or 
the shield would never have come into prominence. 


homes. 


Today the shield trade mark has been adopted by 


The National Life and Accident 


protection and security, National Life and Accident 
policies can bring to present day homes. 


Representatives of this organization find it profit- 
able to wear the “‘Shield”’ Button. 


It pays to be a Shield Man! 


Interesting information concerning the advantages of becoming 
Shield Men will be sent upon request. 
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yi, Liberal policies \ 
T-H-E Good territory 
COMBINATION Agency—Building og 
I-D-E-A-L Co-Operation from per AGENCIES 
os Home Office 
Efficient Claims 
~“\ Service f 
Are you making PROGRESS? If not, are you wil- 


ling to spend TWO CENTS to learn WHY National 
Casualty salesmen forge ahead continually? 

We have afull line of Commercial, Industrial, Group 
and Deferred Payment Accident and Health policies. A 
connection with this company will be the TURNING 
POINT IN YOUR LIFE. 


NATIONAL CASUALTY COMPANY 


Detroit, Michigan 
W. G. Curtis, President 

















Security~-— 


@ When the Mutual Benefit was 
organized in 1845 there were only 
a few Life Insurance Companies 
in the United States. Through 
the Wars, Panics and Epidemics 
of all these years, it has always 
stood safe and secure as a fore- 
most disciple of Pure Life In- 
surance. 


The Mutual Benefit Life Insurance Co. 
Newark, N. J. 
Organized 1845 


A POLICY YOU CAN SELL 


Our Company offers complete protection. 


$5,000 
ALL IN ONE POLICY 

















Any. natural death ......+..- welsdeeenaion -++-$ 5,000 
Any accidental death.......++0+0++ seteceusance Ge 
Certain accidental deaths ........cccceeeecccees 15,000 


Accident Benefits $50 per WEEK for fifty-two weeks 
$25 per WEEK thereafter (non-cancellable) 
Disability Income, Waiver of Premiums, etc. 


Also $5,000 “Preferred Risk” Policy—high value—low 
premiums ; age 35, $19.91 per $1,000. Endowment Age 
85—Juveniles age 10 years and upward—Monthly In- 
come—Non-medical. 


Insures and assures your client’s future and yours. 


Are you interested in an agency? Our Vice-President 
Eugene E. Reed, will tell you all about it. Write 
him direct . . . and directly. 


UNITED LIFE 


Concord 








AND ACCIDENT 
INSURANCE COMPANY 


New Hampshire 


Inquire! 


as a field assistant in Detroit. Raiph B. 
Barksdale, who has been a field assistant 
in the St. Louis branch office, has been 
promoted to assistant. manager there. 





Kenneth Cring 


Kenneth Cring, for seven years with 
his father in the sarney of the John 
Hancock Mutual Life at Muncie, Ind., has 
resigned to become general agent at 
that point of the Ohio National Life 
of Cincinnati. 


C. W. Baugette, Jr. 


C. W. Baugette, Jr. has been appointed 
manager of the Protective Life in the 
Gadsden, Ala., district. He started with 
the Protective Life in July, 1926. He 
has been productive business personally 
and has made a real success. 








State Mutual Appointments 


J. B. Townskend has been appointed 
general agent of the State’ Mutual at 
Norfolk, Va. He has had considerable 
background of insurance sales experi- 
ence. 

Paul L. Harrington has been ap- 
pointed general agent at Wayne, Neb. 
He will have the northeastern part of 
the state. He has been a successful 
salesman. 





Nathan P. Knight 


Nathan P. Knight has been appointed 
manager for the Lincoln National Life 
at Wichita, Kan., with offices at 500 
Bitting Building. Mr. Knight was for- 
merly district manager for southern 
Kansas for the Mutual Life of New 
York, with headquarters at Wichita. 





Jeannette M. Ritchie 
Miss Jeannette M. Ritchie has been ap- 





pointed supervisor of the department of | 
special service for women inaugurated | handle. 


recently by the Equitable Life of New 
York in its Fort Dodge, Ia., office. Miss 
Ritchie’s offices will be at 221-223 Carver 
building. 





Paul Harrington 


Paul Harrington, who has been Ne- 
braska state manager for the Connecti- 
cut Mutual Life for eight years, is mov- 
ing from Omaha to Wayne, Neb., where 
he formerly lived, to become manager 
for northern Nebraska for the State 
Mutual Life. 


R. W. Anderson 


Rondo W. Anderson of Salt Lake 
City, formerly associated with the Equit- 
able Life of New York and former presi- 
dent of the Utah Life Underwriters As- 
sociation, has been named Utah man- 
ager for the Sun Life of Canada. He 
became an agent for the company re- 
cently. 








W. B. Epperson 


W. B. Epperson, formerly with the 
Metropolitan Life, is now manager of 
the life department of Pearce, Porter & 
Martin, Tulsa, Okla. Pearce, Porter & 
Martin are conducting a life insurance 
campaign to mark Mr. Epperson’s in- 
auguration. The campaign to last 
throughout the month. 


Sam T. White 


Sam T. White of Davenport, Ia., for 
the last three years district agent for the 
Old Line Life, has been advanced to 
district manager with offices in that city. 
His territory will include eastern Iowa 
and western IIlniois. 


is 





Life Agency Notes 
W. B. Patterson has been appointed 
district manager of the Peoples Life of 
Frankfort, Ind., for the Texas Pan- 











EASTERN STATES ACTIVITIES 
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NEW COMPANY IS LICENSED 





American Citizens Life of Columbus 
Gets Charter from Superintendent 
Younger of Ohio 





The American Citizens Life has been 
granted a license by Superintendent 
Younger of Ohio, and has opened offices 
at 44 East Broad street, Columbus. The 
new company has among its stockhold- 
ers residents of 53 of the 88 counties of 
the state. The officers are: A. P. 
Sandles president; William Trautman, 
vice-president; Warner P. Simpson, 
vice-president; €. L. Corkwell, general 
counsel and vice-president; W. H. Fled- 
derjohann, secretary; A. L. Evans, treas- 
urer; Edwin H. Fledderjohann, auditor; 
Carl J. West, actuary; Jonathan For- 
man, medical director; E, D. Helfrich, 
associate medical director. All the fore- 
going reside in Columbus. 

Directors include Edwin A. Schambs, 
Columbus: E. C. Sherman, M. D., Car- 
dington; Harry P. Clouse, Milford Cen- 
ter; Oren W. Hankins, Warren; T. W. 
Babcock, Johnstown; Garrett Claypool, 
Chillicothe; William J. Schreiderer, 
Marysville; M. J. Almack, Columbus; 
J. J. Gunett, Van Wert; C. V. Huenke, 
New Bremen. The company will now 
appoint agents in every section of the 
state and soon will take up the matter 





of entering other states for the transac- | 
| would be affected, it is believed. 


tion of business. 





Officers Are Advanced 


At the board of directors meeting of 
the Western & Southern Life on 
Wednesday this week Richard A. Ryan, 
formerly treasurer, was made vice-presi- 
dent. He is succeeded as treasurer by 
Clark C. Stayman, formerly assistant 
treasurer. John E, Ruehlmann, formerly 
secretary, was elected vice-president, and 
Edgar Sanford, formerly assistant sec- 





retary, was elected secretary. 


ANOTHER TAX BILL LAUNCHED 





Michigan Legislature Gets Measure 
Backed by Governor Which Would 
Make Reserves Taxable 





LANSING, MICH., April 18.—The 
bugaboo of added taxation for Michigan 
insurance companies bobbed up again in 
the state legislature late last week. This 
time the peril is considered real, as the 
bill which would impose additional taxes 
was drafted by the attorney-general’s 
department and is one of a series of 
measures designed to correct a situation 
to which Governor Green called specific 
attention in a recent message to the 
lawmakers. The measure is therefore 
taken to carry the tacit approval oi the 
administration and even though tardily 
presented has the chance of passage ac- 
corded all bills bearing the administra- 
tion o. k. 


Would Increase Burden 


Under the measure, which would 
modify the general taxation law of the 
state as it bears on insurance companies 
organized under Michigan laws, !eg@! 
reserves could no longer be considered 
as liabilities in computation of taxable 
assets. Such a modification would, it 
conceded, greatly increase the burden o 
taxation on the Michigan stock carriers 


and even the mutuals and reciprocals 


$9- 


The insurance company representa: 
tives are indignant that the state slioulé 


| essay to tax, at the expense of the cat- 





riers, an asset actually belonging t 
that share of the public represente¢ 
among the policyholders and set aside 5! 
law in such form that it cannot be uset 


by the carriers to create income in any 
thing like the manner in which ordinary 
resources are usable. Why the leg? 
reserves of insurance companies are 10 
rightfully liabilities to as great an 
tent as the deposits of bank patrons » 
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a question puzzling the Michigan com- 
panies. 


Patton Makes Good Record 


Since George A. Patton was chosen 
manager of the Mutual Life at Colum- 
bus, O., the agency has shown an in- 
crease right along. He took charge in 
September, 1927, and during his first full 
year there was an increase of 18 per- 
cent in paid for business. The produc- 
tion for the first quarter shows $1,524,- 
055. Mr. Patton’s goal is $5,000,000 
for 1929. A number of new men have 
been added to the agency staff. 


Senate Passes Housing Bills 


The New Jersey senate has passed the 
housing bills which will permit the Pru- 
dential to undertake an extensive build- 
ing program in Newark and other com- 


munities where municipal authorities 
wish to have the cooperation of this or 
other insurance companies in better 


housing developments. 


Massachusetts Savings Bank Figures 


In a statement issued by the Massa- 
chusetts savings bank life insurance de- 
partment, it is reported that the amount 
of insurance in force March 31 was 
$63,396,181, representing a net gain the 
first three months of the year of $3,- 
872,743. 

Attention is called to the fact that this 
growth was made during the campaign 
of the Massachusetts life insurance in- 
terests to secure passage of a law which 
would stop subsidization of the depart- 
ment by the state and limit the total 
amount available for any one person to 
$5,000. The bill to compel the savings 
banks to pay back the direct appropria- 
tion made by the law became a law but 
the limitation measure failed. 





Signs Taxation Bill 


Governor Fisher of Pennsylvania has 
signed House Bill 1327, which exempts 
from taxation all proceeds of life insur- 
ance excepting that paid to estates. The 
bill specifically states that when a life 
insurance policy is made payable to a 
trust company, as trustee, with the 
proceeds to be payable immediately or 
over an extended period, that the pro- 
ceeds of the policy is not taxable. 


Bankers National in Connecticut 


The Bankers National Life of Jersey 
City has received its license from Con- 
necticut, adding that state to its ex- 
tensive territory. The company con- 
templates a rapid development of busi- 
ness in Connecticut, as it has many con- 
nections there through its board of 
directors. 


Modify Pennsylvania License Plan 


Bill 989 in the Pennsylvania 
which exempts agents who 
have been licensed for a_ continuous 
period from April 1, 1924, from taking 
any examination whatsoever to secure 
license to represent other companies, 
has been passed by the legislature. 


Senate 
= 
legislature, 


Columbus Mutual Congress 


President C. W. Brandon of the 
Colum! sus Mutual Life arranged for a 
three days’ sales congress at Columbus 


this week conducted by William B. Bur- 
tuss. President Brandon sent out a 
number of complimentary invitations to 
agents to attend this congress. Mr. 
Burruss was formerly general agent of 
—— Provident Mutual Life at Kansas 
ity, 


Round Table Meets Next Week 


A ‘ong and unique program has 
been ar pete Se for the dinner meeting 


of the life trust round table to be held 
Avril 23 in Philadelphia. The meeting 
will he held with the cooperation of 
the Philadelphia Association of Life 


‘nderwriters and the Corporate Fidu- 





Claries Association. 
Nathani el H. Seefurth will discuss 
business j insurance trusts and insurance. 


Edward M. McMahan, vice-president of 


pany by paying for $1,103,000 for 
March. Harry G Remington, the larg- 
est producer of the agency, won the 
Mellor & Allen cup for the month. 


the Equitable Trust Company of New 
York, will speak on “Business Insur- 
ance Trusts.” Edward Hopkinson, Jr., 
of Drexel & Co., will preside at the 
meeting. — ; 
Ohio Insurance Code Committee 


The insurance code committee of the 
Ohio State Bar Association met in con- 
nection with the regional meeting at To- 
ledo. 

L. C. Wykoff of Cleveland made a 
partial report on a draft for the life in- 
surance section. Progress was reported 
by all the chairmen of subcommittees on 
preparation of the drafts and it is an- 
ticipated that a complete draft will be 
ready by the July meeting of the asso- 


Chief Bender Joins Agency 

“Chief” Bender, once one of the great- 
est pitchers in organized baseball and 
who won fame as a member of the cham- 
pionship Philadelphia “Athletics” of 
1910-1914, has joined the Fernand Ba- 
ruch agency of the Prudential in Phila- 
delphia. 


Discuss Standardized Sales Talks 
The value of standardized sales talks 


ciation. 
will be dicussed at the next luncheon- The next meeting of the committee 
meeting of the friendly conference of | wij] be held in connection with the 


general agents, managers and superin- 
tendents of the Philadelphia Association 
of Life Underwriters April 25. Ray- 
mond G. Gregory, agency supervisor of 


regional meeting of the association May 
25 at Hamilton, O. 


Defeat Bill to Insure Minors 


the Pittsburgh agency of the Aetna a : eae aca = 
Life and formerly in charge of educa-| , The Ponnsyivania Rouse twice Se- 
. ~ . - eated a bill that would have permitted 
tional work of the old Hart & Eubank | »jinors of 15 years or over to contract 
agency, will speak. for life, health and accident insurance. 

Representative Rice of Harrisburg was 


Breaks Home’s Production Record 


sponsor of the measure. 




















v The bill was defeated when it came up 
The Mellor & Allen agency of the | on final passage. The sponsor attempted 
Home Life of New York in Philadel- | to have the vote reconsidered later and 
phia broke all records for any month’s | that effort was defeated. It can not be 
production of any agency of the com- | revived again this session. 
| 
| IN THE MISSISSIPPI VALLEY 
NORTH DAKOTA HAS FINE YEAR and distribution methods in St. Louis 


| this week under the auspices of the Met- 
ropolitan Life and the St. 


Commissioner Olsness Reports Over 





2 : . ber of Commerce. 
$50,000,000 in New Business in James L. Madden, vice-president of 
1928-——134,763 Policies the Metropolitan Life, was .to discuss 
= “The Changing Scene in Marketing.” 
The life i oo, — William B. Stout, president Stout Metal 
, ae mee menrenss omega re ag . | Airplane Division of the Ford Motors, 
in North Dakota last year. igures 10r' | Detroit, spoke on “Aviation in Re- 


1928, compiled by Commissioner So A. 

Olsness, show that 25,339 policies, total- 
ing $50,050,701, were written and that | 
insurance companies doing business in 

the state now have in force 134,763 pol- 
icies with a face value of $272,453,022. 
Never before in the history of the state 
has the amount of life insurance written 


lation to Current Sales Practices.” 


Minneapolis Agency Meets 


The quarterly agency meeting of the 
Minneapolis branch of the Missouri 
State Life was opened by Manager J. W. 
Quinn with a review of the accomplish- 


in one year reached the $50,000,000 | ments of the company during the first 
mark, Mr. Olsness said. | quarter of 1929. He was followed by 

The net increase of policies in force,| Agency Supervisor J. H. Leaver, whose 
as compared with 1927, is slightly more | subject was “Pests, Salesmen, or 
than 10,000. In that year, 124,214 pol- | Agents.” C. E. Warner spoke on “Se- 


curing the Confidence of the Prospect” 
J. A. Richards, manager of the Retail 
Credit Company, on “Pointers on the 
Selection of Risks”; and G. L. McQuary 
concluded the session with “The Policy 


icies were in force with a face value of | 
$253,087,628. 

The number of policies ceasing to be 
in force during 1928 was 14,790 and the 
face value of policies was $30,685,308. 


Premiums received during the year | for Every Need.” 
totaled $8,265,959. Losses incurred — ? 
totaled $1,535,134 and losses paid totaled John Hancock Iowa Meeting 
59 9 Thes ats ere iled | Saige . ‘ 
$1,524,442. These data were compiled Officials and representatives of the 


from the reports of 65 insurance com- 
panies doing business in the state as 
tabulated by the insurance department. 


John Hancock Mutual Life to the num- 
ber of 30 attended a get-together mect- 


ing at Sioux City, Ia., last week. D. J. 

a paraaee a Connelly; president of the Sioux City 

Agents Sign for Course Association of Life Underwriters; Wai- 

The insurance agent approaching a/| ter Middleton, manager of the Omaha 
prospect should not immediately engage | agency: C. Bickhart, manager at Lin- 
in questions which may seem personal | coln, Neb.; Dr. Joe Krigeten, company 
and tactless to the prospect, I. H. Off- | physician, and Charles Runyon, sales re- 


ner, general agent for the Massachu- 
setts Mutual Life. told district agents 
at a meeting in Milwaukee last week. 
Offner suggested that agents ask 
the prospect questions on life insurance, 
somewhat in the nature of a popular in- 
telligence test on life insurance, and 
questions which would develop thought 
and interest in life coverage. 
The meeting of district agents of the 
Massachusetts Mutual Life devoted an 


search department, Boston, 


ers. 


were speak- 


Had Excellent March 


Reuling & Williamson, general agents 
of the Massachusetts Mutual at Peoria, 
Ill., report a paid for business for March 

| at $650,000. This is the largest March in 
the history of the agency. Since Reul- 
ing & Williamson took over the office 


amount of time to a discussion of | two and one-half years ago the agency 
Tue Nationa Unperwriter’s training | has shown steady progress. 

course, “Elements of Life Underwrit- --—-- 

ing.” On Mr. Offner’s recommenda- Would Authorize Group Cover 


tion every agent present subscribed to 


A request that the Wisconsin legisla- 
the course. 


ture enact a law empowering Milwaukee 
county to purchase group indemnity in- 


Metropolitan Meeting This Week surance for the protection of employes 


Commercial and industrial leaders | has been made by the Milwaukee county 
from 12 Mississippi Valley states at- | board’s judiciary committee. 
tended a one-day conference for the The action taken by the board came 
discussion of modern merchandising | as the result of a plea from the county 





Louis Cham- | 














employes association for a pension sys- 
tem. The committee opposed the pen- 
sion system, but it passed a resolution 
favoring a group insurance arrangement. 
The plan would provide group annuity 
insurance, with part of the expense paid 
by the county. 


Wrote $1,376,140 New Business 


The Wisconsin National Life wrote 
$1,376,149 new business in Illinois last 
year instead of $137,614 as was given in 


THe National UNDERWRITER recently. 
Aetna Life Iowa Meeting 
A. C. Miller of Des Moines, genera! 
agent of the Aetna Life, will hold a 


meeting of his agents from all over the 
state in Des Moines April 19. 
There will be a business session 
the morning, followed by 
social in the 
will be 70 agents 


in 
y a banquet and 
evening. There 
in attendance. 


session 


about 


Must Pay Double Indemnity 


The Nebraska supreme court ordered 
the Elkhorn Life & Accident to pay 
$6,000 double indemnity on a life policy 
issued to —— Ita of Merrick county. 
It denied motion for a rehearing, in 
which - hy company claimed that the 
court erred in its interpretation of the 
double indemnity clause, which is the 
standard one, the intention of the insurer 
being to pay the face of the policy if in- 
fection follows an accident and to pay 
double that sum for accidental death 
unless caused by an infection. The 
court holds that where evidence estab- 
lishes that an infection was introduced 
at the time of the accident the double 
indemnity clause applies. 


Iowa Agents Meet 


At the annual convention of the Iowa 
agents of the Central Life of Iowa, 
George M. Buck, second vice-president, 
told the 150 men present that “Iowa 
leads in many things and the state is 
now in a prosperous condition that 
merits record business this year.’ 

President T. C. Denny gave the ad- 


dress of welcome. 
Gone are the days 
hearse up to the door” 
George T. Carlin, educational director, 
told the agents. “Life insurance selling 
today means adapting policies to cover 


of “backing the 
to sell insurance, 


specific needs of the insured,” he said. 
“To do this the agent must know his 
company, its policies and be able to 


analyze the needs of his client. He must 


then fit them one to the other.” 

Mr. Carlin and Mr. Buck were in 
charge of the school of sales instruction 
and two day convention. 

Mr. Buck discussed “Company Aids 
and Selling Tools,” with. particular 
emphasis on the statewide advertising 


campaign which is being conducted by 
the company this year. 





East St. Less Agency Strong 


Due to the constant increase in busi- 
ness, the L. H. Knick general agency 
of the Missouri State Life in East St. 
Louis, Ill, has moved its offices to 
larger quarters, and is now located in 
the Broadview hotel. This agency is the 
largest ge neral agency of the Missouri 
State Life in Illinois outside of Chicago. 
Under the leadership of L. H. Knick it 
has reported a total of $630,000 in writ- 
ten business the first quarter of 1929, 
or four times as much as for the same 
period in 1928. 


State Farm Life Licensed 


The Tllinois insurance department has 
licensed the State Farm Life of Bloom- 
ington, Tll., a legal reserve life, health 
and accident company, with capital stock 


of $200,000 G. J 
and George E 


Mecherle 


teedle 


is president 


is secretary. 


Do you ever want to know a 


particu- 
lar point about a company’s policy? The 
Unique Manual Digest summarizes the 
principal features of all companies’ poli- 
cies and covers some 80 points about 
each. Copies may be obtained by ad- 
dressing The National Underwriter Com- 
pany, 420 East Fourth street, Cincin- 
nati, O. 
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SOUTHLAND LIFE CONVENTION 


Vice-President Clarence E. Linz Pre- 
sided at the Business Sessions— 
Excellent Program Given 


The annual agency convention of the 
Southland Life is*being held this week 
at Kerrville, Tex. “Vice-President Clar- 


ence E. Linz presided at the business 
meeting. There were present Harry L. 
Seay, Actuarv P. V. Montgomery and 
Agency Manager W. E. Talbot. The 
program was as follows: 
Thursday Morning, April 18 

Invocation, Rev. R. W. Merrill; “Wel- 
come to Kerrville,” Ally Beitel; Re- 
sponse and Annual Address, Harry L. 
Seay; “On the Carpet,” Clarence E,. Linz; 
“Advertising and the Agent,” Lorry A. 
Jacobs; “How I Fooled My Present 
Wife,” Ross Priddy. 

Thursday Afternoon 

“The Banker and Insurance,” E. H. 
Prescott; “Improving the Quality of 
Your Business,” Paul Montgomery; 
“Some Sales Suggestions,” W. E. Talbot; 


award to most efficient agent, Harry L. 
Seay; Another “Short” Talk, Bob Short; 
“Some Angles on the Disability Annuity,” 
Dr. John S. Turner. 


Friday Morning 


Introduction of agent with lowest 
lapse record, Paul Montgomery; “Our 
Southland,” Mrs. W. F. Chamberlain; 


“Yours and Our Jobs,” Clarence E. Linz; 
“Do We Like Kerrville,” Allen Merriam; 
Sales Plans for 1929, W. E. Talbot; “It 
Was This Way,” by Tex Bayless; Clos- 
ing 1929 Convention, Harry L. Seay. 

The Southland Life has just celebrated 
its 20th anniversary with more than 


$135,000,000 insurance. 


Makes Study of Aviation 


In the past aviation has been largely 


disregarded by insurance men due to 
its hazardous nature. Today it has 
grown to such proportions that in spite 
of its dangers, it commands the rec- 
ognition due to a developed business 
and industry. Clyde Chaddick of the 
Texas agency of the Lincoln Nationa! 
Life made an extensive study of this 
new industry, its plans, problems, per- 


sonnel and risks, and is using it as a 
basis for writing a considerable volume 
of life insurance. With this production 
as a nucleus he has been listed a num- 
ber of times during recent months 
among the 10 leaders of his company in 


the amount of new paid business. 
Certificates Are Awarded 
At the concluding banquet held as 
the final feature of the underwriters- 


trust company school in Houston, Tex. 
certificates were awarded to those life 
insurance people that had made a satis- 
factory attendance record during the 
winter’s course and had closed at least 
three trust cases. 

But three such certificates were 
awarded. The retipients were all from 
the Northwestern National Life, being 
Mrs. L. K. Tirrell, H. W. Grosse and 
H. G. Hewitt, manager of the life de- 
partment of Cravens, Dargan & Co., 
of Houston, Tex. 


Liable for Extended Insurance 


Liability of the Pilot Life of Greens- 
boro under a $7,500 policy issued April 
1919, to James Robert Owen, build- 
ing contractor of Greenville, S. C. who 
died Jan. 12 1927 is limited to $235, the 
amount of extended insurance which the 
company claimed to be in force at the 
time of his death, according to a deci- 
sion of the United States circuit court 
of appeals. This reverses a decree of 
the district court at Greenville awarding 
judgment against the company for $7,- 
033 in favor of the beneficiary who sued 
for recovery on the policy. 


29, 





BANKERS GUARANTY PLANS 


Dallas Company Will Be Taken Over 
by a Missouri Life Corporation 
of Same Name 


The Bankers Guaranty Life of Dallas, 
Texas, which lost its license and for- 
feited its charter as a result of an en- 
counter with the state insurance depart- 
ment over its violation of the state laws 
on legal reserve operations is to be 
taken over by a Missouri company 
formed for the purpose and bearing the 
same name. 

The company recently was reorgan- 
ized and placed under the direction of 
the following officers: W. T. Patterson, 
president; Lloyd Patterson, vice presi- 
dent and active manager; G. Ingalls, 
secretary; C. P. Chamberlin, superin- 
tendent of agents, and J. P. Knoettgen, 
agency director. Previous to reorgani- 
zation the company was known as the 
Bankers’ Life of Texas. 

President Patterson is a native of Ar- 
kansas. He expressed himself as pleased 
with the progress of the company. Prac- 
tically $40,000,000 of life insurance has 
been written since it started four years 
ago. Policies are limited to preferred 
risks among bankers, business and pro- 
fessional men. 


Douglas Given a Watch 


O. D. Douglas, state manager of the 
Texas agency of the Lincoln National 
Life, was presented with a beautiful 
platinum watch by the men of his 
agency at the sectional meeting which 
was held at Amarillo. The Texas 
agency was the leader for the company 
for 1928 in new paid business. 


Charlotte Life to Start 


The Charlotte Life of Charlotte, N. 
C., which was recently incorporated as 
a legal reserve company, is now in 
process of “organization. 

The capital, $150,000, has been sub- 
scribed. Additional shares will be sold 
at $40, the par being $20. It is planned 
eventually to have $1,750,000 capital. 


Clean Up Mutual Aid Societies 


The Texas insurance department has 
started cleaning up the mutual aid so- 
cieties in that state under the law en- 
acted by the legislature placing them 
under the jurisdiction of the insurance 
board. Five inspectors are in the field 
at work under direction of R. B. 
Cousins, Jr., chairman of the board. 


Waddell With Jefferson Standard 


The Jefferson Standard Life an- 
nounces the appointment of James M. 
Waddell as regional superintendent of 
agencies with headquarters at Memphis, 
Tenn. Mr. Waddell will have offices in 
the Memphis branch, of which Bruce 
Donald is manager. 

Mr. Waddell was leading producer for 
the Central Life of Iowa at Memphis 
for three years but left 18 months ago 
to become home office agency super- 
visor of the Bankers Reserve at Omaha. 


Writes Large Annuity 


W. T. Buckner, manager of Mem- 
phis, Tenn., branch of New York Life, 
reports receipt of the largest single pre- 
mium ever recorded at that office. C. 
W. Wakefield, agent at Union City, 
Tenn., last week turned in a cashier’s 
check for $40,000 covering payment for 
an annuity contract. 


Opens a Life Department 


M. L. Martin Co., general insurance 
agents at Memphis, "Tenn., announce a 
life insurance department to be headed 
by Edwin M. Williams, of the Equitable 
Life staff. The life business will be 





handled both on a direct and indicia 














finance class at Rice Institute at Hous- 


































representation basis. ton on “Life Insurance in American him 
The firm also houses and assists in | Life.” whic 
management of the Mutual Building and ——- loyal 
Loan Association and is general agent A. B. Gilbert Dies grou 
in Tennessee and Arkansas for the Sen- A. B. Gilbert, 46 years of age, who At t 
tinel Life of Kansas City. had been in the insurance business in in F 
eastern Kentucky for 15 years or more, were 

died at Pineville, Ky., last week. At one Ch 

. ‘ time he had general insurance agencies . 

Hewitt Gives Address : at both Pineville and Hazard, Ky. At age 

H. G. Hewitt, manager of the life de-| the time of his death he was general § °° ¢ 
partment of Cravens, Dargan & Co.,| agent for Kentucky of the Columbia chose 
of Houston, addressed the banking and | Life of Cincinnati. — 
ing Cc 

| 7 empl 
resen 

| PACIFIC COAST AND MOUNTAIN FIELD | [F inet: 
| panie 

of ar 

Cc. R. MOWERY HEADS COMPANY | Mutual Life at Seattle at a dinner given ve 
cour 


Succeeds the Late Dr. H. P. Marshall 
as President of American Life 
Medical Associates 
SPOKANE, WASH., April 17.—Dr. 
Charles R. Mowery was elected presi- 
dent of the American Life Medical Asso- 
ciates at a meeting of the directors last 
week. He succeeds Dr. H. P. Marshall, 
who died suddenly of heart disease. Dr. 
S. E. Lambert was elected medical 
director of the company with Dr. 
Mowery as assistant. A. Towne 
and P. G. Neill, insurance men of Spo- 
kane, and George A. Lovejoy of Seattle, 
formerly of Spokane, were named vice- 
presidents. Phillip Harding, who is 
vice-president and general manager, an- 
nounced that prior to his death Dr. 
Marshall, who was a leading spirit of 
the new organization, had named a 
committee of 25 men, largely physicians, 
which would deal with matters of per- 
manent organization and administration. 
The American Life Medical Associates 
is a holding company for cwning and 
developing life insurance companies. In 
part of the organization’s creed is a 
statement that the remuneration of med- 
ical examiners shall have first considera- 
tion and another that the agents shall 
be secondary to the medical examiners 

and take directions from them. 


Peoria Life Coast Meeting 


The Peoria Life held its California 
agency conference in Los Angeles with 
a full representation of its field force 
in the state present at the meeting. 
Members of the home office staff attend- 
ing were: Emmet C. May, president; 
Walter E. May, vice-president; T. H 
Young, inspector of agencies, and F. J. 
Bohl, publicity director. The speakers’ 
program included Lee R. James, home 
office supervisor for the Pacific Coast; 

= Norris, manager at San Fran- 
cisco; H. R. Sanborn, general agent at 
Oakland; J. A. Smeltzer, manager at 
Sacramento; G. J. Church, general agent 
for southern California; J. A. Pittinger, 
Ontario general agent; Frank Walker, 
general agent at Los Angeles, and W. 
Nelson Rose, general agent at Fresno. 


Launch Hamilton National Life 


The name Hamilton National Life 
of Los Angeles has been approved by 
the California insurance department for 
the company now being organized in 
that city by Spencer Thorpe, local attor- 
ney. It is understood permission has 
been granted by the corporation com- 
missioner to dispose of 6,000 shares of 
capital stock at $100 per share, thus pro- 
viding a capital and surplus of $300,000 
each. Officers are: Spencer Thorpe, 
president; A. W. Moore, vice-president, 
and F. W. Wombell, secretary-treas- 
urer. 


Hart in Pacific Northwest 


Hugh D. Hart, vice-president of the 
Penn Mutual Life, will be in Seattle 
and Tacoma next week on his tour of 
Pacific Coast agencies. 

Mr. Hart is scheduled to speak before 
the Tacoma Life Underwriters Associa- 
tion at a luncheon April 22 and the same 
evening will address members of the 
Joseph F. Grant agency of the Penn 








in his honor. 

On April 23 Mr. Hart will be the prin- 
cipal speaker at the monthly meeting of 
the Seattle Life Underwriters Associa- 
tion and that evening the General 
Agents & Managers Club will hear him. 

Mr. Hart is the guest of the Oregon 





Life Underwriters’ Association at Port- — TOTé 
land this week. He will visit the com- 
pany’s agencies in Spokane, the Twin Quest 
Cities and ‘Chicago, on his return to S | 
the east. a 
Lewiston, Ida., Appointments 
The Continental Life of St. Louis has App 

















appointed the American Insurance & I 
Loan Co. as general agent at Lewis- the pe 
ton, Ida. O. W. Mackey is president nual p 
and Harry W. Christy is secretary. G. paid, z 
J. Eimers, a life insurance man, is the Sit 
connected with the agency and will have his ho 
charge of the life department. He has which 
been connected with the Oregon Life ee | 
and has produced a good amount of F ““ ° 
business. ee 
impair! 
Sweet With the Guardian — 
SEATTLE, April 18—Ralph M. for a p 
Sweet has been appointed manager of amoun 
the Guardian Life of New York at Se- nied fu 
attle, Wash., with jurisdiction over the suit fo 
entire state. The company is reenter- for cor 
ing Washington and plans an intensive was re 
agency development of the state. Mr. F) ability 
Sweet is well known in Pacific coast un- F7 to Oct 
derwriting circles and for the past four > Judgme 
years has been engaged in personal pro- brough 
duction and supervision. Prior to that demnit 
he was in the east. He is a graduate of F ‘rung 
the Carnegie Tech Course in life insur- f the firs 
ance in the class of 1921. Oct. 22 
Guttadiaae the clai 
J. L. Collins in Spokane sufficies 
em : . the peri 
J. L. Collins, superintendent of agents he ul 
for the California State Life, formerly § as to qj 
with the New World Life, spent a few § the pe 
days last week in Spokane calling 0° & sought, 
his friends. disabilit 
— definite 
Bland Addresses American Club here in) 
Frank W. Bland, Pacific Coast man- — {Westior 
ager of THE NATIONAL UNDERWRITER, Was delity & 
the principal speaker before the Amer- CCA 
ican Club at San Francisco recently o 
the subject of “Life Insurance.” COMP, 
Good Agency Average 
As the direct result of a drive for 4 Plaint 
higher class of prospects, the agents 0! & cellation 
the southern California agency the & stateme: 
Lincoln National Life at Los Angeles § plication 
recently increased the size of the avet & never }; 
age policy by more than $3,000. volving 
. of fact, 
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him as the result of the court decision 
which he himself said smirched his 
loyalty to the order. To date the Fraser 
group appears to have all the best of it. 
At the Nebraska state convention held 
in Fremont the others day his friends 
were in complete control. 

Charges are made in the local news- 
papers by members that the delegates 
to this conyention were not properly 
chosen, and that they had never been 
notified of any local camp election be- 
ing called. The charge is also made that 
employes of the order have been rep- 
resenting camps that have not held 
meetings for years. This is accom- 
panied by a threat to test the legality 
of any action taken. 

Friends of Mr. Fraser say that the 
court decision was unjust to him per- 


| sonally, and that his service to the 
| order in the past justifies their efforts 
| to secure a vindication for him at the 
| next sovereign camp. 


Protest Big Attorney Fees 


Strong protests have been entered by 
the Woodmen of the World to the al- 
lowance of any such sums as $100,000 or 
$150,000 as attorney fees for the seven 
lawyers who conducted the recent liti- 
gation for four members of the frater- 
nal to secure the return of $1,700,000 
invested in the Globe Life. They say 
that the judgment does not represent 
any such saving to the order, since the 
money was not lost to it by the invest- 
ment made by officers at the direction of 
the sovereign camp, but that the dif- 
ference between the values of the two 
properties is all that is to be considered 
in this respect. 
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TOTAL DISABILITY DECISION 


Question Arose as to Payment for 
Second Period After Former Had 
Been Established 


Appellee was engaged in the general 
practice of medicine and surgery. While 
the policy was in force the second an 
nual premium on the policy having been 
paid, appellee was injured by falling on 
the sidewalk leading from the street to 
his home. He was carrying a glass jar, 
which was broken in the fall, and in 
some manner his right hand and wrist 
were cut and lacerated, and the median 
nerve was severed, resulting in serious 
impairment of the hand. Appellant paid 
indemnity for total disability under the 
policy at the rate of $250.00 per week 
fora period of one year after the injury 
amounting to $13,000. Thereafter it de- 
nied further liability. Appellee brought 
suit for recovery of accrued indemnity 
) for continuous total disability. Judgment 
was recovered upon continuous total dis- 
) ability for the period from Dec. 6, 1923 
) to Oct. 22, 1925. Appellant paid this 

judgment. The present action was 

brought in October, 1926, to recover in- 
demnity for alleged total disability ac- 
cruing under the same policy involved in 
the first suit. Indemnity was sought from 

Oct. 22, 1925, to Feb. 23, 1928. Held that 

the claimed estoppel by judgment is not 

sufhcient to establish total disability for 
the period of time covered by this action. 

The ultimate fact in the previous suit 

as to disability was total disability during 

the period for which indemnity was 
sought. The ultimate fact here is total 
disability for an entirely separate and 
definite period of time. The questions 







it 





here involved seem to be peculiarly fact 
questions for a jury. United States Fi- 
delity & Guaranty vs. McCarthy, U. S. 
CU. C. A. 8th Cir. (Iowa). 


COMPANY CAN NOT CLAIM 
FORFEITURE OF POLICY 


Plaintiff predicates its action for can- 
cellation of the policy on alleged false 
statements contained in assured’s ap- 
plication therefor when he said that he 
never had any sickness or ailment in- 
volving his lungs, although as a matter 
t fact, at that time and prior thereto, 
those organs were affected by tubercu- 
losis. Further, when he failed to disclose 
that he was and had been a sufferer from 
chronic dysentery. Held that the appli- 
‘ation which plaintiff was required to 
‘ign does not specifically require infor- 
mation concerning the disease known, 
senerically, as dysentery. Defendant 
‘ad no reason to believe when he made 
‘pplication for the policy herein, that he 
tad not fully recovered from an attack 
- dysentery which he suffered while 
hee in the army. If he recalled that 
_ ess at all, in the absence of a direct 
tration bearing thereon, it is probable 
Mat he did not consider it of sufficient 
1 Portance to mention in the application. 
'S action in so doing, however, cannot 





tiff company had ample opportunity to 
ascertain the true condition of defend- 
ant’s health but failed to do so, under 
the provisions of Act 97 of 1908, it can- 
not claim forfeiture of the policy on 
the ground that defendant’s answers to 
the questions set forth in his application 
were untrue. Massachusetts Protective 
vs. Ferguson, et al., Sup. Ct. La. 


Loyal Protective Changes 


F. R. Parks has been elected president 
of the Loyal Protective of Boston. M. 
F,. Heath is vice-president, E. P. Good- 
now, secretary, and John Hoar, treas- 
urer. Mr. Parks has been secretary, Mr. 
Goodnow was treasurer. It writes acci- 
dent and health insurance. 


To Curb Burial Associations 


House bill 447, introduced in the IIli- 
nois legislature by Representative 
Gaines, if passed would bring burial 
associations under the jurisdiction of 
the insurance department and compel 
them to issue contracts that will pro- 
vide for payment of cash for specified 
amounts instead of simply providing for 
a funeral. The endeavor of the bill is 
to make these organizations more respon- 
sible. They are not under the jurisdic- 
tion of any state body and are running 
at large. Many of them are finan- 
cially irresponsible and prey on the 
credulity of the people. There are cer- 
tain features in the bill to which some 
are objecting as it is claimed that unless 
amended the purpose of the bill will 
practically be defeated. 

Donald F. Campbell, Chicago actuary, 
is drawing up some amendments to the 
bill which will require the burial asso- 
ciations to make annual reports to the 


state department and be subject to ex- 
amination, similar to insurance com- 
panies. 


Modify Beneficial Society Bill 


HARRISBURG, PA., April 18.—Senate 
Bill 1037, which threatened the future 
of beneficial societies, has been passed 
in amended form, with the organiza- 
tions required to maintain a 50 percent 
reserve on disability only and exempt- 
ing the accident and sickness portion. 


Increases Health Rates 

The Provident Life & Accident has in- 
creased its health rates for all risks over 
49 years old. 

On all forms of commercial policies, 
except the “Definite,” “New Peerless,” 
old “Peerless” and “Royal,” the health 
premium will be increased to agree with 
the present health rate charged under 
the “Definite Disability” (DD) policy for 
attained ages over 49 years. 

On the “Royal,” old “Peerless” and 
“New Peerless” forms of disability poli- 
cies, the new premium will be_ that 
charged at present for the “New Peer- 


less” disability policy (NPD) for at- 
tained ages over 49 years. 
Issues Three New Policies 
The Fidelity Health & Accident has 


three new policies, the “gold bond dis- 


ability policy,” “gold bond accident pol- 
icy” and “new fidelity accident policy.” 
The latter replaces the “fidelity accident 
policy,” 
market. 
in the latter policy. 


which is withdrawn from the 
Only minor changes are made 
The “gold bond dis- 
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TERRITORY OPEN 
In Ohio, Michigan, District 
of Columbia, West Virginia, 
Georgia, Alabama and 
Louisiana. 


If you are interested in selling life 
insurance you will be interested in the 
key to the Gem City Life’s record of 
increasing its assets and insurance- 
in-force by more than twelve-fold in 
ten years. 


In the agency contract and the pol- 
icy line which includes all standard 
and some special forms of partici- 
pating and nonparticipating contracts, 
group insurance and accident and 
health coverage, will be found the real 
reasons for the success of the Gem 
City Life agents. In the success of 
our agents lies our success also. 


If you will write I. A. Morrissett, 
president, he will be glad to give 
you complete details of our agency 
contract and reasons why it will pay 
you to join the Gem City Life. 


Eight millions of increase first eight 
months of 1928. 


The Gem City Life 


INSURANCE COMPANY OF DAYTON, OHIO 

















* considered as fraudulent. Since plain- 


ability 


policy” is issued to men only. 











Builders of Business 


An Investment in Wallets 
Will Pay Big Dividends 


If you have not used Kaufmann Systeman Security 
Holders you have a pleasant surprise awaiting you. 
For Kaufmann wallets will help you build business 
just as it is building business for hundreds of others. 
The Kaufmann Wallet is the best leather container 
on the market designed to provide a place for insur- 
ance policies, bonds and other valuable papers. 

Until you have used it to deliver those extra policies 
you have not made use of the biggest dollar for dollar 
life insurance business builder on the market today. 

The standard size is $2.25 and the large size, 


$3.15. Quantity rate gladly furnished on ap- 
plication. Other wallets from 65¢ to $5.00 


E. L. KAUFMANN — 
Room 700, Austin Bldg. 

111 W. Jackson Blvd. 
Telephone Wabash 393% 


Chicago, III. 
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between the ages of 16 and 60. For} the supreme court held that where an all 
ages 61 to 65, 20 percent is added, For] applicant for health insurance, who 4 
all of these policies, physicians, surgeons | makes a negative answer to a query OKLAHOMA DRIVE SUCCESSFUL | Philadelphia association have bee n 
and dentists are classified in “C” instead] contained in the application, honestly asked to communicate any known vio. 
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Woodward on Coast Trip The directors of the Philadelphia as. 


Plans Dedication Convention 

American Bankers will dedicate 
building né@w being erected at 
streets, Chicago, with a 
next fall. 


The 
its new 
Cass and Ohio 
three-day convention 


R. R. Murphy Promoted 


Murphy has been appointed 
manager of the railroad depart- 
ment of the Provident Life & Accident. 
He has been with the company for five 
years, all that time in the railroad de- 
partment. 


as- 


R. R. 
sistant 


Good Faith Is Enough 


BISMARCK, N. D., April 18.—Good 
faith in answering the questions in an 
application for insurance is enough, the 
North Dakota supreme court held in the 
case of Dr. Frederick Brown vs, Inter- 
state Business Men's Accident, appealed 
by the latter from the Foster county 
district court. 

Dr. Brown 
cident policy 


and ac- 
suffered 


health 
later 


obtained a 
and a year 
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H. A. Woodward, manager 
health and accident department 
Old Line Life of Milwaukee, is on 
Pacific Coast visiting agencies of 
company. 


Seattle Managers’ Meeting 
SEATTLE, WASH., April 17.—Several 
talks featured the regular monthly 
meeting of the Accident & Health Man- 
agers Club. The James L. Rainey sales 
talk was presented by Harry Mont- 
gomery of the Missouri State Life. H. 
H. Sanderson, head of the Sanderson 
Safety Supply Company, gave figures on 

accidents. Dwight Mead presided. 


Made Field Superintendents 


Charles B. Lee of Chicago No. 3 has 
been promoted to field superintendent 
in Chicago No. 1 by the Washington 
Fidelity National. Cc. H. Kendall of 
Dallas, Tex., has been made a field su- 
perintendent in that district. 
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NEWS OF THE CONSERVATIVE | PLANS DETROIT CONVENTION 


Leaders for the Year So Far in Various 
Departments of the 
Business 


Bend, 
year: 
Frank 


Conservative Life of South 
gives the leaders for the 
Results: Superintendent 
Rembiesa, Indiana Harbor, Ind., Agent 
Daniel Jadron, Gary No. 2. Net Placed 
Ordinary: Superintendent Frank Rem- 
biesa, Indiana Harbor, Agent A. R. 
Evans, Gary No. 2. Ordinary Increased: 
Superintendent Frank Rembiesa, Indiana 
Harbor, Agent A. R. Evans, Gary No. 2. 
Monthly Premium Increase: Superin- 
tendent Frank Rembiesa, Indiana 


The 
Ind., 
Joint 


Har- 


bor, Agent Omer Summers, Fort Wayne. 
Collection Percent: Superintendent T. C. 


Swaisgood, Muncie, Ind., Agent David 
Darvas, Gary No. 1. Arrears Percent: 


Superintendents D. W. Vandyke, Gary 


and 


No. 1, Wm. Bobrewski, Gary No. 2 

Frank Rembiesa, Indiana Harbor, tied. 
Agents Louis Balogh, South Bend No. 1, 
Cornelius Szakatits, South Bend No. 1, 


John Yuhasz, Gary No. 1, Daniel Jadron, 
Gary No. 2, Alex Czajkowski, Indiana 
liarbor, Michael Matea, Indiana Harbor, 
and Walter Wanzak, Detroit. Advance 
Payments: H. O. Johnson, Home Office, 
Agent David Darvas, Gary No. 1. Per- 
centage of Lapse: Superintendent Mar- 
tinus Vink, South Bend No. 2. 
President and Mrs. J. M. Stephenson 
of the Conservative Life, who have been 
spending the winter at Miami Beach, 
Fla., home, returned to South Bend. 
The gross arrears for the entire debit 
of the Conservative Life, were 5 percent. 
This is the lowest they have ever been 
for any month in the company’s history. 
This company prides itself on keeping 
a splendid condition of accounts. 
Great preparations are being made for 
the annual convention, which this year 
will be held at Wawasee Lake, Ind. 
The agents, superintendents and their 
wives will all receive invitations, pro- 
viding they have sufficient business. 


Metropolitan’s Portland Meeting 


District managers of the Metropolitan 
Life from the key cities of Oregon, 
Washington and Montana held the 
Northwestern Metropolitan Association 
meeting in Portland. C. C. Thompson, 
of Seattle is president; and R. R. Barn- 
hart, Portland, vice-president. 

Records for, the first three months of 
1929 showed a larger volume of business 
in that section than during any similar 
period. 


Jersey 
in 


The Bankers National Life of 
City announces it is now licensed 


Connecticut. 








Western & Southern Michigan Repre- 
sentatives Will Meet in That 
City May 4 


Division “A” of the Western & South- 
ern Life, comprising northern Kentucky, 


western and northern Ohio and Michi- 
gan, under the supervision of Samuel H. 
Smith, superintendent of agencies, will 
hold its first sectional convention May 
4 at Detroit. All Michigan representa- 
tives, including 400 field men, represent- 
ing 16 district offices and eight detached 
offices, will attend. Following the busi- 
ness session, plans have been made for 
a complimentary banquet by W. J. Wil- 


liams, president, to include all Michigan 
representatives. 

Henry Zoercher, 
Chapter 2, consisting 
representatives in the 
company five years or more, has planned 
to hold a special business session and 
banquet May 3. H. L. Teegarden, super- 
visor in the Michigan field, will be in 
charge of the general plans for the 
Michigan convention. Division A’s sec- 
ond sectional convention will be held in 
one of the Ohio districts Aug. 31 and 
will include approximately the same 
number of representatives. 

The Middleport, O., office of the West- 
ern & Southern has been consolidated 
with the Pomeroy office. The Portland, 
Ind., office has been closed so that that 
territory can be worked from the Muncie 
district office. 

The following agents have been pro- 
moted by the Western & Southern to as- 
sistant superintendents: W. Odor, Flint; 
D. Romine, Pontiac; T. Johns, Aliquippa, 
Pa.; E. Lee, Aurora; G. Anderson, Piqua; 
J. Heiser, Indianapolis South; M. Batman, 
Belleville, Ill, and A. Olsen, St. Louis 
North. 


of Legion 
of all Michigan 
service of the 


president 


Philadelphia Life Dividends 


The Philadelphia Life has issued a 
dividend scale for the year beginning 
April 1. The net costs are given below 
on several ages for the most popular 


policies: 
Ordinary Life 

P re ae Year— 
) 





Age I’rem. 1 10 20 

Fe 19.75 17.28 17. 05 16.80 16.09 14.77 
OS 33 -96 22.60 22.21 21.41 19.03 
45. 37.63 33.49 33.08 32.65 31.46 27.84 

20 Payment 
25......28.98 25.95 25.47 24.94 23.43 20.35 
eee 35.58 31.77 31.15 30.49 28.92 25.35 
ee 46.16 41.56 40.94 40.26 38.35 36.06 
20 Year Endowment 

a 48.36 44.53 43.50 42.37 39.12 37.40 
eer 50.02 45.83 44.79 43.66 40.79 33.58 
— 54.44 49.84 49.14 48.16 44.36 38.56 




















At the close of a membership drive 
of several weeks, L. C. Mersfelder, 
chairman of the campaign committee, 
announced the membership of the Okla- 
homa Association of Life Underwriters 
had been raised from 147 to 214. This 
exceeds the quota allotted the Oklahoma 
association by the National association, 
which was 33% percent or bringing the 
roster to include 199 names. A prize 
was awarded President Homer Jamison, 
State manager of the Equitable Life of 
New York, for bringing in the largest 
number from his own agency. 

The speaker of the occasion was Leon 
A. Soper, assistant agency director of 
the Phoenix Mutual, who is temporarily 


located at Kansas City, Mo. Mr. Soper 
addressed more than 75 members and 
their guests, on the necessity of time 
conservation and of organized effort. 


He advocated making a careful survey 
of a list of prospects and picking out 
only a group “in which you know that 
you can operate, and that has the money 
to buy.’ “here is nothing so danger- 
ous and costly as misused time, he said, 
urging agents to plan their day so as 
to place themselves in a position to use 
the most powerful effort, which he 
termed organized effort. The glory of 
the life insurance business is that it is 
exacting and insistent, and its unrelent- 
ing demands for improvement, he said 
in conclusion. 


*x* * x 

Orexzo M. Downie and Leslie F. 
Rice were the principal speakers at the 
recent meeting of the Oregon associa- 
tion in Portland. “Insurance Legisla- 
tion in Oregon” was topic of Leslie F. 
Rice, manager for the Equitable Life of 





New York. Mr. Downie spoke on “Port- 
land as an Insurance City.” He was 


recently appointed Portland representa- 
tive for the New York Life. 
ok *x* x* 

East Bay D. Hart, vice- 
president of the Penn Mutual, was prin- 
cipal speaker before the East Bay asso- 
ciation at Oakland, Cal., the evening of 
April 12. 





*x* * * 
At the April luncheon 
meeting of the Richmond association 
President Pryor Campbell was directed 
to name a committee to arrange for a 
speaker to give an address on life in- 
surance on the WRVA broadcasting sta- 
tion. Several of the general agents who 
have recently made talks on life insur- 
ance at Virginia colleges and universi- 
ties made reports telling of the work 
done in this direction. Five new mem- 
bers were admitted. 

* *« x* 

Columbus, O.—Wiliam O. Cord, repre- 
sentative of the Penn Mutual Life 
Dayton, O., was on the program for 
meeting of the Columbus association. 

* * Ok 

Jamestown, N. Y¥.—Jamestown 
officers and trust department 
of Chautauqua county banks 
guests of the Jamestown association at 
a luncheon last week. Surrogate War- 
ner S. Rexford was the speaker, dis- 
cussing the place of life insurance in 
estate creation. 

* * * 

Buffalo—Edward S. Brashears 
Washington, D. C., vice-president of the 
National Association of Life 
writers, 
Buffalo 
week. 


Richmond, Va, 





the 


association at a luncheon 
“Survival” is his subject. 
*x* * * 
Philadelphia—Business ethics of 
highest order must be maintained at all 
times by Philadelphia life underwriters. 
To this end, the directors of the Phila- 


delphia association have appointed a 
law and comity committee to prosecute 
any offenses that come up in the busi- 
ness. 

The committee, which will work along 
the same lines as the better business 


bureaus of the various advertising clubs, 





at | 


trust | 
employes 
were | 


of | 
Under- | 


is scheduled to speak before the | 
this 


the | 


will attempt to eliminate all rebating, 
twisting, misrepresentation,  ete., in 
Philadelphia. All members of the | 


sociation have appointed the followir 
special committee of seven to coopera 
with the recently organized Corpora 
Fiduciaries Association for the 
of developing further the 
operative movement between 
stitutions” in the 
trusts: Thomas Scott, Penn 
James Elton Bragg, Union Central; E. 
Berlet; A. Rushton Allen, Home Life 
New York; Joseph H. Reese, Equitab 
of Iowa; James M. Blake, Massachuset 
Mutual, and Clayton M. 
delity Mutual. 

x * * 
Chicago—William B. Burruss, 
salesmanship and former life insu 
ance general agent, will address t} 
April 23 meeting of the Chicago 
ciation on “Salesmanship. 
will be held in the Red 
Hotel La Salle noon. 

ok 


expe 
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Nation 


Boston—A. Rushton 
Allen, Philadelphia agents for 
Life of New York, and one 
of the last convention of the 
association, will be the 
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at the luncheon-meeting of the 
association this week. His subject will 
be “Analysis of an Estate.” 

*x* * * 

Des Moines—The Des Moines asso- 
ciation will hold a luncheon and busi- 
ness session April 20, at which Claris 
Adams of St. Louis, secretary of the 
American Life Convention, will be the 
principal speaker. 

x * * 

Bridgeport, Conn.—The annual sales 
congress of the Life Underwriters As- 
sociation of Bridgeport, Conn., will be 


held this week. 


An extensive progran 


is scheduled for an all day session. At 


will be 


the morning session there 
of 


by President James L. Hanley 
association, Commissioner 


th 


talks 


e 


Howard P. 


Dunham of Connecticut and Thomas M 


educational director of the 


Stokes, 
At the afternoo 


necticut Mutual Life. 
session, the 
Giffin, 
cies for the Phoenix Mutual 
S. S. Huebner of the University 
sylvania and American College 
Underwriters, and Roger B. Hull, 
aging director of the National 
tion of Life Underwriters. 


Life, 
of Lif 





Eureka-Maryland Premium Waiver 


Con- 


n 


speakers will be James A 
assistant superintendent of agen- 
Dr. 5 
of Penn- 
i 
man- 
Associa- 


The Eureka-Maryland Assurance has 
issued a waiver of premium provision 
under its educational endowment policy, 
which will be effective in all states 2 
which the Eureka-Maryland does busi- 

exception of New Jersey 


ness with the 








OPPORTUNITIES 











ARE YOU SUCH A MAN? 


Age—25 to 45. 

Education—At least high school. 
Business experience—Knows how t0 
write life insurance and has not made 
too many changes. 

Organization ability. 

No lack of industry. 

If so, and you want to work in Chi- 
cago or Northern Illinois, it will pay 


you to address M-l, care The Na- 
tional Underwriter. 
——————S—‘(tS 
| 








Wisconsin General Agency 


Wanted by man age 32, with eleven -_= 
experience in Life, Accident and Healt 
Clear record. Wisconsin territory preferre® 
Address K-98, care The National Under- 
writer. 





—— wal 
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STATISTICS FEATURE 
PRUDENTIAL GATHERING 


(CONTINUED FROM PAGE 3) 





selling to fit needs and an application of 
industrial, intermediate and ordinary 
precisely where needed and best fitted. 
It is the wrong placement of forms, he 
believes, which accounts for much need- 
lapsation. He urged the men to regard 
the lapse not as a financial loss, but as 
a family loss, with the probable result 
that increased efforts would be made 
then to prevent them. 


Cites New Forms 


Somewhat to offset lapse possibilities, 
the Prudential has devised many policy 
forms to fit peculiar needs and Mr. Duf- 
field summed up the additions in the sell- 
ing kit made during the past year. Three 
major features were offered Prudential 
men last year, the monthly intermediate 
policy, the accidental death benefit and 
the modified three year policy. Each 
has a special field for development and 
the first year results were so great as to 
warrant a keen optimism as to their 
future. Mr. Duffield then said that, 
though no particular new feature is now 
in mind, the Prudential always stands 
ready to revise and add to its offerings, 


to meet the ever changing American 
scene. He said that he assumed that 
the rapidly changing conditions of 


American life would very soon demand 
some new form and the Prudential 
would be ready to supply it. 

Urges Individual Improvement 


In conclusion, Mr. Duffield stressed 
the importance of individual efficiency. 
He said that mass results often over- 
shadowed individual initiative and there 
was this danger in a huge institution. 
He emphasized the size and proportions 
of the Prudential, but he also urged 
each member of the organization to take 
stock and bring his own efforts up to 
standard. He pointed out that, though 
the Prudential has made great strides 
and forged to the front in a few years, 
per capita production has not increased. 
Could this be increased only slightly, 
with the organization at its present size, 
the company would forge ahead at an 
unprecedented pace. Mr. Duffield said 
that production increases depend on the 
increase of individual efficiency, and this 
thought he left with the men for the 
coming year. 

D'Olier Was Speaker 


_The second speaker at the first ses- 
sion was Vice-President Franklin 
D’Olier, who again dazed the confer- 
ence with stupendous statistics. He pic- 
tured the home office equipment, to 
show the work necessary to handle the 
business turned in by these men. He 
said there were 8,000 home office em- 
ployes and that 700 more had been 
added during the year, to care for the 
increased business of the field men. It 
Was pointed out that this 700 increase 
in the year represented more than the 
total clerical force of the Prudential 
after it had been in business 23 years. 
Mr. D’Olier also said the company last 
year increased insurance in force by 
$1,230,000,000, which is more than the 
total insurance in force of the company 
atter it had been in force 32 years. To 
add to the glowing picture, he said that 
the reports for the first quarter of 1929 
indicate that 1929 will be a record year, 
casily surpassing the record of 1928. 
More Figures Given 


John K. Gore, vice-president and actu- 
ary and author of every policy form the 
company is now issuing, spoke on the 
working kit of the Prudential men. He 
told of the broad range of forms which 
would meet practically every insurable 
need of the public and said that the 
men should be able to prosper under 
it. Mr. Gore also stressed the statis- 
tical item, saying that the Prudential’s 
assets are today about 300 times as 
great as in 1891, when they were $7,- 
00,000, and in that time the company 


= jumped from 22nd place to second 
ce. 





next spoke on the remarkable progress 
of the past quarter century, in life in- 
surance and in all things. He cited the 
remarkable additions to the every day 
mechanics of life, such as the develop- 
ment of the automobile, radio, moving 
pictures, ocean cables, electric welding, 
aeroplane and countless other items. 
And he said that life insurance had 
emerged in due proportions. Nor had 
the Prudential lagged in the race, Mr. 
Hamilton cited the notable additions to 
what the company had to offer and 
the gigantic proportions to which it had 
grown. 
Urges Tax Cut 

One item of particular interest in Mr. 
Hamilton’s glance into the future, was 
in connection with taxation. He saic 
that he saw the possibility of the next 
25 years seeing a tax reform with an 
elimination of the present double and 
treble burden put upon thrift by the 
heavy taxes of insurance. He urged 
the field men to use their influence to 
bring about this change and help the 
vast armv of those seeking this great 
avenue of thrift, life insurance. 

Vast Sums Paid in Taxes 


Mr. Hamilton said that life companies 
in 1927 paid taxes of $63,657,000 to all 
states and the government, exclusive of 
those assessed against company owned 
real estate. This aggregate, he pointed 
out, would pay the annual premium on 
about $2,000,000,000 of life insurance— 
or, more striking, it would permit an 
addition of 10 percent in the death bene- 
fits paid, without a change in premium 
costs. He said there were naturally 
some good benefits from these taxes, 
such as good roads, public buildings and 
the like, but it is a tax on thrift when 
applied to life insurance. Actual super- 
vision involves a cost of only about 
$4,000,000, the difference of nearly $60,- 
000,000 being a direct tax on thrift and 
making the total a double tax on the 
American public. Applying the thought 
to the effect on his company alone, Mr. 
Hamilton said that during the five 
years, 1924-1928, the Prudential has 
paid taxes amounting to $43,00,000— 
which would pay the annual premiums 
on life insurance protection of $1,500,- 
000,000. 

Investment Figures 

Edward Gray, who had just retired as 
vice-president of the Prudential, spoke 
to the men, telling of his long connec- 
tion with the company and his admira- 
tion of its accomplishments and ambi- 
tions. Robert H. Bradley, treasurer, 
spoke on the financial side of the busi- 
ness and with his remarks again sent the 
minds of the audience soaring. He said 
that just as he was speaking, the clock 
announcing noon, he knew that the 
signature had gone on the check which 
represented $1,000,000 invested during 
the forenoon in approved securities and 
loans. That day’s million put the com- 
pany past the $1,000,000,000 mark in 
real estate mortgage loans, the majority 
of which is on homes for average fam- 
ilies. After he had spoken on this, Mr. 
Duffield again stressed this side of the 
business, saying that in his mind one 
of the greatest services the company 
rendered was the extension of money to 
the building of homes and stabilizing 
of American life. 


Exchange of Courtesies 


President Duffield then paid tribute to 
the late Haley Fiske, president of the 
Metropolitan Life. As is usual, there 
was an exchange of courtesies between 
the chief executives of these two giant 
institutions and in this case, Mr. Duf- 
field had a letter from Mr. Fiske, the 
last communication received from him 
before his death, in which he compli- 
mented the Prudential on its vear’s re- 
sults and exchanged the usual remarks. 
Mr. Duffield paid high tribute to Mr. 
Fiske, saving that he was one of the 
greatest figures in all life insurance 
historv and that his loss was keenly felt 
hw himself and those directing the Pru- 
dential. Mr. Duffield then read an ex- 
change of coutresies between himself 
and Frederick L. Ecker, the new presi- 





Ouferlere 


MILWAUKEE, WIS. 


Is operating in the following states: 


California Minnesota South Dakota 

Illinois Ohio Texas 

Iowa Oklahoma Washington 

Michigan Oregon Wisconsin 
Pennsylvania 


Drop Us a Line if Unattached 











We Write All Standard Forms of Participating and 
Non-Participating Insurance Contracts and in 
Addition the Following SPECIALS 


1. Ordinary Life Special $5,000. 

2. Personal Life Monthly Income for Rejected Risks. 

3. The Best and Most Liberal Sub-Standard Facilities. 

4. Children’s Educational Policies age 1 day to 10 years. 
5. Up-to-date Health and Accident Policies. 
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cess—and to whom we offer ex ) ly liberal and prof- 
ftable contracts. 


Very desirable territory open in 


OHIO — INDIANA — KENTUCKY — TENNESSEE 
Address S. M. CROSS, President 


OLUMBIA LIFE 
INSURANCE COMPANY 
Cincinnati, Ohio 

















We have openings in Ala. Ark., Dela., D. C., Fla, Ga., Ill, Ia., Kans., Md., Mich., 
Minn., N. M., N. C., Okla, S. D., W. Va. and Wyo, 


Our Agents Have 
A Wider Field— 


An Increased Opportunity 


Because we have 


Age Limits from 0 to 60. 

Policies for substantial amounts (up to $5,000) for Children on variety 
of Life and Endowment plans, thus enabling parents to buy all of the 
Family’s insurance on the Ordinary, i. e. Annual, Semi-annual or quar- 
terly premium plan. 

Participating and Non-Participating Policies. 

Same Rates for Males and Females. 

Double Indemnity and Total and Permanent Disability features for 
Males and Females alike. 

Standard and Substandard Risk Contracts, i. e. less work for nothing. 
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Take Stock of Yourself 


Every ambitious life underwriter has his doubting moments at 
times: Am I in a rut? Am I getting on as I should? Have I 
a future in sight? are the questions he asks himself. 


You Can Do Better 


A Company twenty-two years old with a reputation for sound 
management and modern agency equipment needs a few high- 
class men as managers in some choice points in Iowa, Nebraska, 
Minnesota and South Dakota. 


Are You Ready to Grow? 


If your record is clean, if you are a personal producer and if 
shown some organization ability as well, if you want a connec- 
tion with a company whose agency department is headed by 
men, who have been through the mill and if you will tell all 
about yourself in the first letter, Address K-4, The National 
Underwriter. 
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the long standing close harmony be- 
tween the two companies. 


Woman Agent Honored 


Special compliment was also given by 
Mr. Duffield to Mrs. Helen D. Foster 
of Birmingham, Ala., the only woman 
to qualify for the conference and one of 
the company’s star producers. Mrs. 
Foster joined the company just before 
the opening of 1927 and in the two years 
with the company, she has paid for $1,- 
068,000, exclusive of the group business 
she has written. 

The final speaker at the general ses- , 
sion was Agency Vice-President George | 
W. Munsick, who again turned to the | 
story of growth and advancement. He 
said that the weekly debit collections 
had grown to $5,000,000—the annual col- 
lections now being more than the na | 








wealth of Newark when the Prudential 
was founded. Mr. Munsick also referred 


— 








to the lapse rate, urging better care in 
writing business and better selection of 
risks by the field men. This, he be- 
lieves, is the major cause of lapses and 
selection by the agents can easily be 
improved by individual effort. 

The balance of the four-day conven- 
tion, which opened Monday, was given 
over to group conferences by depart- 
ments and regional units, except for an- 
other general session Thursday morning 
and the annual banquet Thursday 
evening. 


H. P. Hartigan of the group division 
of the Klingman agency of the Equita- 
ble of New York at St. Paul has re- 


turned from a visit at the home office. 


A very excellent canvassing portfolio 
“Educational Insurance” has _ just 
published by The Diamond Life 


on 
been 


Bulletins Service, 420 East Fourth street, 
Cincinnati, 


QO. 
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DISABILITY FORM OF 
MUTUAL BENEFIT ILFE 


(CONTINUED FROM PAGE 6) 

ited with such dividends, including the 
portion of the divisible surplus accru- 
ing thereon, as may be apportioned by 
the directors. Dividends thus credited 
will be applied in reduction of pre- 
miums on this policy unless the insured 
shall request that they be paid in cash. 
Dividends payable during disability will 
be paid in cash. 

Policy and application entire con- 
tract.—This policy, and the application 
on which it is based (a copy of which 
is appended hereto), constitute the en- 
tire contract between the parties. All 
statements made by the insured will, in 
the absence of fraud, be deemed repre- 
sentations and not warranties. No state- 
ment will avoid or be used in defense 
to a claim under this policy unless it 
is contained in the written application 
and a copy thereof be attached hereto 
when issued. 

Aviation risk not assumed.—No lia- 
bility shall arise under this contract 
because of disease or injury incurred 
or sustained by reason of any aerial 
flight or journey, unless the insured at 
the time shall be a fare-paying passen- 
ger in course of transportation from one 
definite terminal to another by means 
of an aerial conveyance in charge of a 
licensed pilot. 

Facility of payment.—If it is shown 
to the satisfaction of the company that 
the insured is physically or mentally 
incapable of personally receiving and 
receipting for any payments due him 
hereunder, the company may, at its op- 
tion, make payment thereof to any per- 
in which, 


son by whom, or institution 
the insured is being maintained, or to 
any other person deemed by the com- 


pany to be equitably entitled to receive 
the same in the interest of the insured 
as trustee for him, unless claim there- 
for shall have been made by a duly 
appointed guardian or committee of the 
insured. 


Authority of agents.—No 
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134 North La Salle Street, Chicago 


George Washington Life Insurance Company 
CHARLESTON, WEST VIRGINIA 
HARRISON B, SMITH, President 
presents opportunity for liberal contracts covering definite territory with 
Home Office registry and with power of appointment of sub-agents, 
The States of West Virginia, Virginia, Ohio, Kentucky, Tennessee, South 
Carolina, North Carolina, Georgia, Michigan, Oklahoma and Washington. 
Address 
ERNEST C. MILAIR, Vice-President and Secretary 
— 


KANSAS———-KENTUCKY——— MICHIGAN——_ MINNESOTA——-MISSOURI 


“INDEPENDENCE FOR DEPENDENTS’’ 


Request details for our remunerative contracts for 


AGENCY MANAGERS FOR 
PENNSYLVANIA, OHIO, WEST VIRGINIA, ILLINOIS, INDIANA, COLORADO 


You will benefit by our special attention now to these States 


SECURITY LIFE INSURANCE COMPANY OF AMERICA 


VNIIOUVO HILUON 


S. W. GOSS, Vice-President 


agent has. 








authority to change this policy or t, 
waive any of its provisions. 

Notice of claim.—Written notice of 
claim hereunder is required within one 
month after such claim shall arise, and 
such written notice given to the com. 
pany at its office in Newark, N. J., or 
to any authorized agent of the company 
with particulars sufficient to identify 
the insured, shall be deemed to be no. 
tice of the company. Failure to give 


such written notice, and to complet: 
the presentation of proof, within the 
time provided in this policy shall not 


invalidate any claim if it shall be show; 
not to have been reasonably possible t 
give such notice and proof, or that 
such notice and proof were given as 
soon as was reasonably possible, pro. 
vided, however, that no payment here. 
under shall be made as of a date more 
than four months prior to the date of 
receipt of such notice, and in no event 
as of a date prior to the date when the 
insured shall be regarded as totally dis. 
abled under the provisions hereof. 

The company, upon receipt of 
written notice, will furnish such forms 
as are usually furnished by it for filing 
proofs of claim. If such forms are not 
so furnished with 15 days after the re. 
ceipt of such notice, the requirements 
of this policy as to proof of claim sha! 
be deemed to have been complied wit} 
upon submission, within the time fixed 
herein for filing proofs of claim, of 
written proof covering the occurrenc: 
character and extent of the claim. 

If any time limitation of this policy 
with respect to giving notice of claim 
is less tham that permitted by the law 
of the state in which the insured re- 
sides at the time this policy is issued 
such limitation is hereby extended to 
agree with the minimum period permit- 
ted by such law. 

Change in classification of risk.—An) 
change in the insured’s profession, trade 
or business, or in the duties incident 
thereto, as set forth in the applicatto 
herefor, should be immediately commu- 
nicated to the company at its office in 
Newark, N. J. If such change should 
increase or diminish the risk hereunder 
so as to alter the company’s classifica- 
tion of the risk, the insured will be 
advised of the effect thereof under the 
provisions of this policy. 


such 


ROY C. TOOMBS IS 
CONVICTED OF FRAUD 


Roy C. Toombs, former president of 
the International Life, was convicted by 
a circuit court jury in St. Louis 
week on charge of causing false certifi- 
cates of stock to be issued to supply col- 
lateral for a loan of $500,000 he made 
from the Great Southern Life. He was 
sentenced to three years in the peniten- 
tiary and fined $3,000. He was released 
on a $10,000 bond pending a ruling on 
motion for a new trial and change oi 
venue. Mr. Toombs is also under indict- 
ment in four courts on federal and state 
charges of embezzlement and misuse 
of the mails for fraud. His defense in 
the Great Southern Life transaction was 
that the issuance of stock was an “ex- 
pedient,” necessitated to cover the loan 
at a time when a sufficient amount of 
the stock which he said he controlled 
was tied up because of wrangling of 
forces within his own company. Mr 
Toombs in recent months has been er- 
gaged in selling cemetery lots in a plot 
on the outskirts of Chicago. 


Company’s Taxes Increased 


The St. Louis board of tax equaliza- 
tion has increased the personal tax re- 
turn of the Missouri State Life $700,000 
With a tax rate of $2.70 in prospect for 
this vear, the action of the board means 
the insurance company will be compelled 
to pay $18,900 additional taxes. 


Dillingham National Life Treasurer 


Paul Dillingham, son of the late Sen- 
ator William P. Dillingham of Vermont, 
was this week elected treasurer of the 
National Life of Montpelier, succeeding 
William W. Russell, who died recently 
while en route to Bermuda for a meet 
ine of the life company executives. 

Mr. Dillingham is a native of Water- 
bury, Vt., attended Dartmouth college, 
and served as secretary to his father 
during a part of the latter’s term ™ 
office. 
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Ernest W. Owen of — Life Gives 


12 Keys of Success—Time Important 
Element in Life Underwriting Work | 


HAT he calls the 12 keys to suc- 
W cess were exhibited last week by 

Ernest W. Owen, Detroit man- 
ager of the Sun Life, to a group of 
agents and salesmen gathered in the 
office of the Massachusetts Mutual at 
the request of John Yates, branch man- 
ager. Mr. Owen is secretary of the 
National Association of Life Under- 
writers. 

The speaker took the stand carrying 
a big bunch of kevs, each one more than 
a foot long, on his arm. The key ring 
was so arranged that the label of only 
one key at a time could be seen, and as 
the talk progressed interest in the iden- 
tity of the succeeding keys increased. 
The first was labeled “Time.” 

“That average life expectancy of this 
group is 36 years,” said Mr. Owen. 
“Twelve of those years will probably 
be spent in sleep. From 10 to 12 years 
will be spent in getting up, getting 
ready, going to and from places, and in 
recreation of one form or another. 

“This means that we have only about 





and there is scarcely one of us 


years, 
and if we took that one 


not doing that, 








12 years left for our business—and how 
often that 12 years misspent and 
thrown away! 

“Do you know that you can go into 
any average group of life insurance 
salesmen today and you will find that | 


is 


they are spending on the average less 
than 50 minutes a day in the presence 
of the buyer? I don’t know how one 


could possibly make money and succeed 
in anything else on earth, if that prin- 
ciple were applied. 

“The typewriter, automobile, or radio 
salesman spending less than 50 minutes 
a day in the presence of the buyer would 
make very little money. The man be- 
hind the counter in a department store is | 
cutting ribbon all day long. He is in the 
presence of the buyer all the time. 

“With only 260 working days a year, 
you have only 1,560 hours available for 


use anyway. To the $3,000 a year man, | | 

an hour represents $1.92; to the $4,000 : ese a 

man, $2.58; $5,000 man, $3.20; $7,500 ERNEST W. OWEN 

man, $4.16; $10,000 man, $6.41. | hour a day and were in the $3,000 class, 


“If he wastes one hour a day for 20 | we would earn exactly $499 more than 


| we do wasting it. 


The $4,000 man would 
earn $670, the $5,000 man $1,081, and the 
$10,000 man $1,681. 

“But listen to this, the 
if he wastes an hour a 
could invest at 5 percent, throws away 
an estate of $28,860; the $7,500 man 
throws away $37,531, and the man who 
can earn $10,000 throws away $57,911. 

“In other words, by conserving two 
hours a day, if one can earn $10,000 a 
year, and investing the money at the end 
of 20 years one would have added $104,- 
000 to his estate. 


5,000 man 
day that he 


| Knowledge Opens Rooms 





of Skill and Wisdom 


“The second key ‘Knowledge,’ 
which opens the rooms of skill, wisdom 
and education. We might speak of 
knowledge as we do of iron. Iron ore is 
worth about $1.50 a ton. Converted 
into iron is it worth $20 to $25 a ton. 
Refined into steel, its value is increased 
two fold. 

“Converted into springs, tools and 
automobiles it is worth several thousand 
dollars a ton—though it is still iron. 
So with knowledge we go from one 
process of refinement to another, be- 
coming more and more valuable and 
more and more useful. 

“The third key is vision. The differ- 
ence between a successful salesman and 


1s 








STATE MUTUAL LIFE 
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AFFECTING AGE GROUPS 


AND 


AMOUNT OF INSURANCE CARRIED 


Commission 


General 


in Pittsburgh 


qualify. 








INCORPORATED — 1844 
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EIGHTY- FIFTH YEAR OF SERVICE 


R. R. Lounsbury, Exec. Vice-Pres. 








Are You Interested 
in a Company 


With a proven record second to 


The Insuring Public want insur- 
ance at attractive cost figures—We 
have a contract for Preferred Risks 
that is selling fast. 
and Bonus Con- 
tract for the producer who is look- 
ing to a real future. 
Agency 
and _ Indianapolis, 
also openings in other territory. 
Write to us if you think you can 


BANKERS NATIONAL LIFE 
INSURANCE COMPANY 


Jersey City, N. J. 


Affiliated with Bankers National Lae Insurance Companies at Jacksonville, Fla. and 
Kansas City, Mo. 


The fast-growing pioneers of chain Life Insurance Companies. 
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Geo. Rameé, Supt. of Agencies 
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a ‘dub’ in most instances is imagination. 
A salesman who sells all his insurance 
to his client frequently lacks the vision 
to see what his product would do in the 
way of education for the client’s chil- 
dren, monthly income for the wife and 
pensions for old age. 


Enthusiasm Fourth 
Key of Success 


“The fourth key is enthusiasm, which 
must be properly directed. Enthusiasm 
alone is frequently the mother of many 
failures, because it breeds visions and 
dreams that never come true. But en- 
thusiasm linked with direction and hard 
work will pay big dividends. Enthusiasm 
without direction is always starting 
somewhere and getting nowhere. 

“The fifth key is hard work. I do not 
think that all a man needs to do to make 
money is to work more, because I know 
people who are working very hard and 
don’t make much money. Ditch diggers 
work hard, but you don’t see them with 
any houses on the hill or big bank ac- 
counts. It is more important that one 
should work intelligently and use the 
things we have in common with other 
people more intelligently than the others 
use them. 


Will Power Opens 
Door to Self Control 


“The sixth key is will power, which 
opens the door to self control. If one 
has the key of will power it means much. 
How many men there are who are 
wrecked because of weak will power. 

“The seventh key is concentration. 
Someone has said that this is the master 
key. I am not so sure about that, but 
I am satisfied that he who carries it 
and uses it well is bound to succeed. 
All the great successes in life are men 
who knew how to concentrate—witness 
Napoleon, Coleman duPont, and Andrew 
Carnegie. 

“The eighth key is philosophy of life, 
something every man ought to have. The 
reason why so many men break under 
the stress of some great trouble is that 
they have no philosophy of life. It is 
wonderful to have a belief or a faith that 
your own will come back to you. 

“The ninth is the key of opportunity. 
The man who said that opportunity 
comes just once to a man made a great 
mistake. 


Faith Is Essential 
for Man’s Success 


“The 10th key is faith, Show me the 
man who has no faith and I will show 
you a failure. The cringing individual 
who is full of doubt and fear, and has 
no belief in himself is a failure. To 
succeed a man should have faith in him- 
self, faith in the business to which he is 
devoting himself and faith in God. 

“IT know that most of us find ourselves 
in a funk very often because of fear. 
Why should we be afraid? When vou 
sell a man a policy you are giving the 
man more for his money than you are 
taking from him. You are doing him a 
favor. It is a scriptural injunction that 
‘faith overcometh all things.’ 

“The 11th key is cooperation. No man 
lives unto himself. He only succeeds 
as he has the power to cooperate with 
his fellow men. 

“Then the last is the key of achieve- 
ment, which is the sum of things accom- 
plished, the summary of things well 
done. This opens the door to the room 
e success, the thing we are all looking 
or.”’, 


NEW MUTUAL BENEFIT 
DISABILITY IS ANALYZED 


(CONTINUED FROM PAGE 3) 


the Mutual Benefit contract the insured 
practically becomes a coinsurer to the ex- 
tent of at least 25 percent of his earned 
income. The company thereby acquires a 
degree of protection against over-insur- 
ance and the consequent temptation to ma- 
linger. 

“The provision for reduction of the 
monthly income benefit will also operate 
if the insured’s earned income for the 12 
months immediately preceding the disease 








or accident which led to his being regarded 
as totally disabled, is very materially less 
than it was previously. We apply the same 
principle that is applied in fire insurance, 
A building may be insured for no more 
than its full value at the time the in. 
surance is originally effected ; but the prop- 
erty may depreciate in value, so that even 
though the property be totally destroyed, 
the full amount for which the property 
was insured will not be paid. 


Comparison Is Made 
























































“In a way similar to that in which the 
fire insurance company insures against the 
loss of value destroyed, we insure against 
the loss of income; and just as the in 
demnity must be measured by the value of 
the property at the time the loss is incurred 
in the one case, so the indemnity in the 
other case must be determined by obsery- 
ing the loss of earned income at the time 
of disablement. We, however, treat the in- 
sured more liberally than the fire insurance 
company treats him. If the indemnity js 
reduced in the case of a fire loss, no por- J 
tion of the premium paid for the insurance 
is returned to the insured, while in our 
case, we pay to the insured as much of 
the surrender value of our policy as is re. 
leased through the reduction in the benefit, 

“In every case where the benefit js 
thus reduced, the company stands ready 
to make the payment referred to above, 
and to make an equitable reduction in fu- 
ture premiums. The insured, however, may 
elect not to have his future premiums re. 
duced, and not to take the portion of the 
cash surrender value. In case of such 
election, if he shall subsequently notify the 
company that the monthly income benefits 
to which he was entitled from other com- 
panies or associations at the time of ap PF) 
proval of proofs, have been reduced or 
terminated, the monthly income benefit be- 
coming payable under the Mutual Benefit 
contract after such notice will be redeter- 
mined in accordance with the changed sta- 
tus; and on the insured’s recovery from 
his then disability, the monthly income 
benefit provided for in the contract will be 
restored to its original amount, subject t 
all the provisions of the policy. In this 





ee 


respect, as in all others, the contract is § 
entirely equitable.” NS 
Great Western Convention f 

DES MOINES, April 17.—Th} 


agency force of the Great Western here 
will hold its annual outing this summer 
at Evergreen, Colo., Aug. 12-17. Des 
Moines and Iowa agents will travel in 
an auto caravan to the mountains, with 
expenses to be paid for specified produc- Jj 
tion. f 


Chicago National Banquet 


The Chicago National Life will hold a 
dedication banquet at its new home of- 
fice, 1400 West Washington boulevard, 
Chicago, next Tuesday evening. The j 
agency force, directors, officers and 
some friends have been invited to par- 
ticipate in the occasion. A. L. Whitmer, 
chairman of the board, will preside. 


Allow Credit on Reinsurance 


Governor Roosevelt of New York has FF 
signed the Pratt bill authorizing the 
state tax commission to allow a credit f 
to a life insurance corporation for taxes 
paid on premiums heretofore reinsured 
by such corporation. 

The new law, which takes effect imme 
diately, provides that: “the state tax 
commission, upon satisfactory proof o 
such payment, is authorized to allow 
credit for such taxable year or years 
to the corporation taxable under section 
i87 in an amount equal to the amount 
of tax paid by such foreign corporation 
on account of such premiums. 





Sun Life Measure Passes Senate 


The bill amending the charter of the 
Sun Life of Canada was passed by te 
Dominion senate last week without 
further amendment. This means that it 
will become law on receiving the asset 
of the governor general, which is cus 
tomarily given to all measures whic 
have been passed by parliament. 
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' Supervisors Wanted in Ohio 
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=| | Managers Wanted Real Opportunities for the Right Men 

: Jes 

avel inf We want to hear from properly qualified men 

oe - ‘ who are familiar with territory in Ohio and can 
: In Colorado and Missouri help us to organize and develop our agency force in 
é: that state. 

; ; The men selected will be paid a salary for hiring 
bony We have attractive openings and training agents and will be given an allowance 
levard, [i f ° | for traveling expenses in connection with organiza- 
2 or Managers in several sec- tion work. They will also be given a liberal first- 
et tions of the above states. sadn Testu “leg CEES COVEN 
e. . . . . ‘ 

i Replies strictly confidential. Be sicos migra sn ggg rsp Swap 
- re health, honest, ambitious, industrious, self-reliant 

credit TO and mentally alert. They must have been person- 
Seer ally successful in selling life insurance. 


insured 


Men between the ages of 28 and 35 are preferred. 


| | The Liberty Life Insurance We want supervisors young enough to grow ead 


te tax 


advance with the Company, but with enough expe- 
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tho | EDWARD C. WILLS, a of Agencies GREENSBORO, NORTH GAROLINA 
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About the Peoples Life Juvenile Policies— 
Agents sometimes wonder why they should 
represent one of the smaller Life Insurance 
Companies—Here is one of the Peoples Life 


Insurance Company’s answers—8 big points about its 
children’s policies. 1. Issued from birth. 2. Average 
cost 6c per week, per thousand. 3. Premium Waiver 
features. 4. Full coverage at age five. 5. Premium re- 


duction at age ten. 6. “20 Pay” provides full coverage’at 
extremely low cost. 7. En- 


dowment at age 18 estab- 2) Dit mechetis thateTt 
lishes educational or business 2 


company founded in 1908 is now en- 


- “ tering a new phase in its develop- 
fund. 8. All a d u It p oO l 1 y Z ment. The goal for 1929 is 25 mu- 
features. G 


VOYAN 
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lions life insurance im force. Men 
interested in representing the compen 


WY 


are invited to communicate wi 
J. Cotter, Agency Director. 


THE PEOPLES LIFE INSURANCE 
COMPANYS ILLINOIS. 


CHICAGO, ILLINOIS. 


our Stedman: President. 
G6.L.Lutterloh: - -Secrefary 





